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S| VuERE is not a merchant in America 
who is not vitally interested in the 
“standard of living” for not only 
does it affect the measure and gain 
in business but what is far more im- 
portant, the social life of the com- 

munity. We do not like to see so well versed a 

financial writer as C. W. Barron set up in bold 

face type the following: “Before the war, the 
standard of living was rising all over the 
world. Now Germany and the world must face 
the fact that the standard of living has got to re- 
cede. The world has been consuming its capital 
and every nation outside of America has gone on 
borrowing to the limit, and most of them beyond.” 

No, Mr. Barron, your statement, though it was 
written in Germany, has not the significant bear- 
ing on life that you interpret “the world must face 
the fact that the standard of living has got to 
recede.” 

Your premise is wrong—that because capital 
has been consumed—the first duty of the world 
is to pay it back. Wealth is a useful instrument 
in world service but it must not be replenished in 
German fashion. There is no example to come 
from the German factory we once visited, slightly 
over a year ago, where we saw wan, little flaxen- 
haired children cutting-up reclaimed army shoddy 
to the shape and function of footwear. The penny 
or two per hour for drudgery in a vile smelling 
factory made a standard of living which was 
tmany degrees below that of cattle, for cows and 
horses at least were given fodder enough and 
shelter too. The price of the finished footwear we 
ascertained was adequate for taxes and indemnity 
taxes, and then some, plus the wages of capital 
and then some. Do you think the sweat-shop 
standard of living the world over will settle the 
debts the quicker? Will lower standards of liv- 
ing be for the progress of America, much less the 
world? 

No, indeed, and somewhere in the scheme of 
things the merchant has his place. He is some- 
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a Reduce the Standard of Living? 











what of a power in his own light. He is capable 
of thinking along the lines of what is best for 
the public is invariably best for him.” 


The merchant encourages the public desire for 
good things, be the articles for attire, adornment, 
food or entertainment. The urge to acquire is 
often the best stimulus to progress, and if that 
sentiment is lined-up along the way of better 
dress, better housing, better health, better food 
and better mental pleasure you will find the mer- 
chant an influence for good. We cannot estimate 
the progress achieved by ambitions of people to 
have things. The things themselves become em- 
blems of standards of living. 


It is not a good thing for men to think too 
much in terms of balances of wealth. In due time 
the debts of the wars will be paid or equalized. 
The dollar of full worth is evidently soon to be 
with us again and the Government will find itself 
repaying with full dollars what was received by it 
in half dollar values. The juggling of finance 
caught so many of the financial wizards that this 
elemental principle is to be commended—better 
the standards of living and you increase the util- 
ity of the worker, his: value to himself and to so- 
ciety and at the same time you permit capital to 
get its proportionate and necessary share of the 
prosperity. 

To lower the standards of living may seem a 
financial short cut to the payment of the world’s 
debt, but is it worth it, and what are you going 
to do with the restored wealth when you have pro- 
duced a violent social unrest? 

The type of people you have to deal with i in 
America is quite different from the meek and 
humble lot in some of the European countries, as 
well as radically different from the turbulent lot 
covered with the Russian idiocy of Bolshevism. 
You can make no comparisons of standards of liv- 
ing between them. We have told the story in shoe 
terms so often that one day’s wage will buy a pair 


of shoes in America, where three days’ work is 
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needed to buy a pair in England and a full week’s 
work in France with Germany taking a month’s 
wage to-buy a pair of comparative worth. We, 
in America do not want the standard of living to 
decrease, neither do we want to face the competi- 
tion of labor suffering so radically a reduction of 
standards of living as this example signifies. 

Every merchant acknowledges the passing of 
the inflated period, which gave a crazy hue to 
the picture of profits and pleasures. Sanity has 
returned, we think, the world over. _A better un- 
derstanding of our place in the service plan of 
society is becoming known to everyone. No one 
expects to continue the wild splurge of extrava- 
gances and no one considers the past period as a 
sample of the standard of living which will 
prevail. 

Living will be the exact reflection of the busi- 
ness of the merchants of the world—they en- 
courage production by knowing their ability to 
sell—the process continued makes employment 
and wages and standards of living. The sooner 
the world knows that fact the better. 


Shop Town Service 


There is something more than the problem of 
style in the service rendered by shoe stores in 
shop towns. All over the country you will find 
towns built around some one industry. If busi- 
ness is poor at the mills how about the problem 
of the shoe merchant? If he is on the main 
street with some prestige back of him and a lot 
of acquaintance with the customers of his store 
how does he make out on “credits?” How can 
he compete with the fellow on the side street down 
in the “foreign quarter,” especially if the com- 
petitor thinks a “fifty-cent mark-up” is profit 
enough? 

The shoe store as a business is impressive when 
it becomes of some size in stock, capital and serv- 
ice—and usually the big city store gets the na- 
tional limelight. But the steady little merchant 
who renders a service to people who live in small 
shop towns is the one best deserving of laurels. 
His business has limited capital and he feels cut- 
price competition keenly. Should he hold to a 
fair profit and limited sales or should he fight 
cut-price with cut-price? Can he hope to win out 
in a fight against a competitor who works in the 
mill by day and fits shoes by night and lets the 
wife run the store else-times? 

Can association work cure the shop town mer- 
chant’s troubles? Is there anything to be done 
when 80 per cent of the workers in the town are 
so foreign that English is a strange tongue and 
feet have no feelings as-to size. Price is every- 
thing and “job lots” somehow have a good per- 
centage of style features. 

The case seems almost feild but this we 
know that some shop town stores have been in 
business for decades, and the merchants rank 
high in the activities of the town. Is trade kept 
in hand by the personality of the merchant or by 
the gradual change in the foreign-born public? 
Some measure of both for correct fitting has its 
victories every day and Americanization by “foot- 
wear style” captures the younger generation and 
the American-born children. 
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Before long the worth of footwear aside from 
the price is more and more appreciated and a 
business is built up. It takes years and years of 
the most careful service to make a shop town 
business worth while. We would like to have ex- 
pressions of opinion on the future of the shop 
town shoe store, for where there is so much dis- 
couragement your experiences may benefit some 
other merchant who is in ebb spirits right now. 





Getting Customers at Pop- 
ular Prices 


The merchant must never lose courage even if 
business lags a little at times, but just stick to 
pre-arranged plans regardless of what may turn 
up, because good retail plans are such that the 
= trade conditions need not interfere with 

em. 

A merchant who specialized in popular priced 
merchandise tells us his experience has been that 
he sold more goods at better profié during times 
of depression. 

When one of those periodical business set backs 
come, such as was experienced a part of last year, 
instead of losing courage and going about with a’ 
long worried face, this merchant usually made 
important improvements in store service and be- 
came more interested in advertising, aiming to 
cater to the higher class trade. 

He figured that the time of depression affects 
the wealthy first, who have to economize by buy- 
ing the cheaper ‘things. His store being known 
to specialize in popular priced goods, he made it 
his business to cater to the wealthy class by offer- 
ing to them just as good store service as they get 
from the high class stores. He gained quite a 
number of the wealthy customers besides pleasing 
his own trade so much better with this improved 
service that his store never suffered any set backs. 
It never pays to lose courage in business. 





Your Business Reputation 


It takes a long time to build a reputation on 
merchandise only, because the goods you sell must 
prove their value by the service rendered, and also 
prove their worth by standing comparison tests 
made by the new owner and wearer of them. But 
a retail shoe merchant selling medium or cheap 
grades can, if he tries, earn a business reputation 
that would be equal or even superior to the reputa- 
= earned by the fellow who built his on quality 
only. 

It is true that the retail merchant of high 
quality goods generally conducts a high-class 
store in service as well as in merchandise, because 
the class of people who buy only high-class mer- 
chandise have a way of demanding high-class 
service,,, Selling high-class goods and giving high- 
class service brings the retail merchant in contact 
with the people who are in the upper classes so- 
cially, all of which helps the retail merchant 
toward earning his reputation in the town that Mr. 


(Continued on page 41) 
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Why Hides Should Be On Free List 


Farmers Who Are Advocating a 15 Per Cent Tariff Are 
Not Only Not Benefiting Themselves, But Are 
Assisting in Increasing Shoe Prices 


ing imposed by the impending tariff bill natur- 

ally stirred up the shoe and leather trade 
throughout the country. The proposed compensating 
duty of 10 per cent on imported leather and shoes 
would not only have been inadequate if protection 
were seriously needed, but on the other hand, it 
would not obviate the iniquity which a hide duty 
would inflict upon purchasers of shoes, retail mer- 
chants and manufacturers of shoes, in short, the 
entire industry as well as the consumer. 

Without reviewing the history of this phase of the 
protective tariff it may be stated for the benefit of 
younger members of the trade that this has been a 
severely contested clause for many years, a duty first 
being imposed by the Dingley Tariff, later removed 
after much hard fighting and extended over a period 
of years. Originally it was always maintained that 
the duty on hides was added to the Dingley Tariff 
Bill in 1897 at the behest of the large meat packers. 
In subsequent attempts to have it removed it was 
maintained that the farmer was the beneficiary of 
this duty. This is the contention to-day by its sup- 
porters. 


- HE likelihood of a 15 per cent duty on hides be- 


Opposition Should Be National 


Unfortunately for the shoe trade the opposition to 
a duty on hides has had the appearance of being a 
New England protest which, narrowed down, means 
Massachusetts. It is a well-known fact that the 
agricultural sections of the western portion of the 
country want protection for what they consider their 
products. These happen to be in many cases the 
raw material products of the manufacturers of the 
East. 

On the other hand, the agricultural sections de- 
sire that the manufactured products of the East shall 
be free of duty, maintaining that manufactured com- 
modities have passed the stage where they need pro- 
tection. Also, unfortunately, for the shoe trade, rep- 
resentatives of these farming sections contend that 
since hides have been entering free of duty shoe 
prices at retail attained and remained at unreason- 
able heights. It is also the belief of this enormous 
balance of power as represented by the farmers of 
the country that they derive a benefit from the duty 
on hides. 

Farmers Are Misled 


The foregoing is only intended as an analysis of 
the situation as it exists to-day. The shoe manufac- 
turing industry of the United States is united in its 
opposition to a hide duty. The retail portion of the 
trade should be if opposition, likewise consumers of 
shoes, also the farmers, who probably would be, pro- 
vided they understand the true situation. 

We import approximately 50 per cent of our hides, 
and we have done so for many years. The large 
packing companies control substantially all of the do- 





mestic product. The packers thereby would be en- 
abled with the aid of a duty to advance the prices 
of their local product 15 per cent. The animal is 
killed for meat purposes. It is not bought with re- 
spect to the value or cost of raising, or with any other 
intention or calculation as to its hide. No one has 
ever been able to prove that the farmer received 
more or less for animals because of any protective 
tariff duty on the raw material, hides. The high- 
priced shoe argument does not hold water because 
of the abnormal conditions affecting all commodity 
prices soon after the war. We do not know that 
packers are not only in a position to, but that his- 
tory would be repeated in advancing the price of 


the domestic take-off of hides automatically to meet: 


the increased cost of those which we absolutely must 
import. 

Therefore the American-made sole leather would, 
in the event of a duty, inevitably cost 15 per cent 
more before it entered the shoe. There would be 
no possible way to obviate this increased cost other 
than by the consumer paying more for his footwear. 


Would Increase Shoe Prices 

That is why we say it is unfortunate that this pro- 
test has the appearance of being a New England or 
Massachusetts protest. It should be the consumers’ 
opposition. 

This matter affects just as vitally the shoe trade 
of Milwaukee, Rochester, St. Louis or any other 
western center as it does the shoe centers of the 
East. Far more does it affect the pocketbooks of 
those who can least afford to bear this burden, the 
great masses of shoe wearers and those who purchase 
the medium and lower classes of shoes. 

Some months ago the leaders of our shoe industry 
were besought to conduct a campaign of education 
among the vast farming sections of the West with 
a view to laying before them the facts bearing on 
the proposed duty on hides. Apparently this advice 
was unheeded. With such information before the 
agricultural sections we would now perhaps be labor- 
ing under less of a handicap at Washington. 


How Oil Duty Was Killed 


We have a pertinent example in the effectiveness 
of “the unity of effort” which has probably killed the 
oil duty. There is some merit in the duty on oil if 
you consider the protection of the independent oper- 
ator in the American oil field, but that isn’t the point. 
The oil users the country over deluged Congress and 
the President with telegrams. Every little garage 
man and.small factory operator and the public as 
well, let Congress know their opinion on the oil 
duty. 

Could there be something similar developed in the 
farming districts in case action is required later. 
This duty on hides is the most serious subject be- 
(Continued on page 47) 
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Display of accepted colors in fall fabrics which was a part of the Boor aND SHOE RECORDER display at the 


Boston Style Show 


The Recorder’s Chart of Colors 


How to Harmonize Colors in Footwear, Hosiery and Costume so that your store will be the 
leading authority on good taste in apparel 


Color sense is not possessed by every one. 
peculiar gift of measuring the values of colors, alone 
and assembled—so that the result is pleasing to the 
The harmonizing of colors in footwear, hosiery 


eye. 
and costume is to-day the secret 
of active business in shoe stores. 
To make the service more accu- 
rate the RECORDER has devised 
a chart of colors and a guide as 
to the footwear to be worn there- 
with. This gives to every store 
the ability to speak with author- 
ity on color and to encourage 
women to come to the store for 
advice on the most important 
phase of apparel selection—cor- 
rectness of color harmony. 


A Graphic Exposition 


As a visible exhibition of color 
values and harmonies the RE- 
CORDER had on display at the 
National. Shoe and Leather Ex- 
position and Style. Show in Bos- 
ton and at the Philadelphia Shoe 
Style Show the sixteen colors 


It is a 
for fall. 





Estimate of Demand for Colors in 
High-Style Footwear 


Black 45% 
Brown 25% 
Beaver 10% 
Silver 6% 
Taupe 5% 
Gold 4% 
Ivory 2% 
Pink 2% 
Sky 1% 


100 pairs of shoes. 


Substitutions for Sky and Pink can 
always be made—but harmonizing 
evening attire warrants these pro- 
portions. 











which our color expert selected as the leading colors 
With these colors spread out illuminated 
with a Macbeth Daylight Lamp which switched from 
daylight to evening electric light as desired. The 


color values by day were often 
different by night so for posi- 
tive accuracy the two illumina- 
tions were used. Accompanying 
the visible demonstration of col- 
ors—and you will note that 
black and white are not included 
because they are not colors 
though often called such—were 
color cards similar to the one re- 
produced on the opposite page 
and reprints of the article “The 
RECORDER’S Color Survey for 
Fall” from our issue of July 9. 
We recommend that you turn 
back to the issue of July 9 in 
your study of these two pages. 
We are planning to have this 
display of colors swing around 
the convention circuit to further 
permit merchants to study color 
values from the actual colors. 
(Continued on page 47) 





Boot and Shoe Recorder’s 
Color Combinations 


For Fall and Winter, 1921-2 
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This chart presents the thirty-two colors in dress fabrics accepted by the best European and American authorities, 

for Fall and Winter, 1921-22, with appropriate colors in footwear to be worn with each fabric color. If, for in- 

stance, your customer wants footwear of a color to harmonize with a gown of amber, by referring to the color 

“Amber” on the chart you find the words: “For shoes see 21.” The number 21 shows you that footwear of gold, 
black or maize may be worn 








38 BOOT AND SHOE RECORDER 


August 6, 1921 


Black Footwear Will Predominate 


There Will Also Be a Substantial Call For Brown and 
Tan and a Limited Call for Dark Gray—Trend 
to Continue Probably Until Late Fall 


From Address Before New York State Merchants 
By IRVING GROSSMAN 
Of I. Miller € Sons, Brooklyn, N. Y. 


tion the trend of fashions and colors in the 

dress and fashion industries, black footwear will 
predominate, followed by a substantial call for brown 
and tan, and a limited amount of tints of brown and 
dark gray. This trend of color, I feel certain, will 
continue into the late fall season. It is wise, though, 
that we always be on the alert for changes that usually 
come upon us suddenly; as, for example, the sudden 
change from gray to black this past season. 

Brown and tan are colors that will always be in 
popular demand, for there is a continued and everlast- 
ing call for these shades in sturdy models, such as 
walking heel oxfords and sport pumps. The lighter 
shade of tan will be principally shown in the delicate 
novelty slippers, and some plain walking oxfords, 
while the darker tone of mahogany, etc., will be used in 
the making of sport and brogue effects. 


Watch Big City Tendencies 


Although the demand for gray has decreased con- 
siderably I feel that this color has good prospects— 
principally in beige and dark gray of the zinc color, 
commercially called “Color Z.’” These leathers will 
appear to some extent in combination pumps and ox- 
fords, with the darker shades of brown, tan and occa- 
sionally black calf. Especially with the beige color, 
which is of a very pleasing tone, can we build beau- 
tiful effects in sport wear. The question of combina- 
tion sport effects should be watched very closely, and 
bought only after careful study of your local demand 
and allied wearing apparel industries of your locality. 

Materials for evening slippers will point favorably 
to silver and gold, with the usual minimum call for 
white. Black and henna colors are coming to life 
considerably —-more so, of course, in the bigger 
cities, where new color schemes are taken up immedi- 
ately. 


Pics all indications, and taking into considera- 


For Big Evening Business 


Materials for evening wear are suggested first in 
silver cloth and embroidered silver cloth, then gold 
cloth and embroidered cloth, followed by the average 
amount of white satin slippers. Brown and black 
satin will also have some call, especially when pleas- 
antly ornamented with steel beading. This latter class 
is appropriate for both afternoon and evening wear. 

For afternoon wear, style indications suggest that 
the leathers will be called for in the following order: 
patent leather, black satin, black kid, a medium shade 
of tan calf, black ooze and then brown ooze. With 
the late improvements in the construction of satin 
that have eliminated the inconveniences previously ex- 
perienced, satin pumps will maintain their popularity, 


if not increase it, especially so when pleasantly 
trimmed with contrasting stitchings and designs. 


Brown Satin and Ooze 


You may have noticed that we have not encouraged 
to any great extent brown kid. It is because of dif- 
ficulty to obtain a good quality, and we have planned 
to meet the brown demand in style pumps with both 
satin and ooze. 

For street wear calf skins will be principally used, 
in both plain and boarded effects in tan, mahogany and 
black. 

I wish to call special attention to boarded leathers, 
that have made a very favorable impression on the 
buying public. This type of leather is being used 
principally in sport effects, both combinations and 
solid colors, with Cuban heeis, preferably in heights 
of 8/8 and 12/8. Brogue tips and imitation brogue 
tips make up very effectively with this stock. 

We again want to remind you that when building 
your calk street shoe do not forget the occasional buck- 
skin combination. For example, beige buck slipper 
with a contrasting tan calf wing tip and heel foxing 
in either two strap or oxford. 


Strap Patterns Continue Leaders 


As predicted by us last season, strap pumps are in 
to stay for some time, for they have made a very fa- 
vorable impression upon the consumer, and unless 
some sudden change affects the style situation, re- 
tailers can safely buy straps for several months to 
come. Last season both the Louis and Cuban heels 
were seen in strap effects, but of late the Louis and 
covered Cuban heels have had the greater calls. Of 
course, there will be some business on the Cuban heel 
straps, mainly in sport and brogue effects. We feel 
that oxfords will play an important part in conjunc- 
tion with leather Cuban heels. 

For afternoon and street wear we now have several 
classes of strap styles to select from: the one, two, 
three and Grecian straps—the one and two strap will 
be featured mainly with Louis heels either trimmed, 
stitched with contrasting colors, or lightly perforated. 
The three straps that have lately come to life with the 
introduction of sandals will play an important part in 
the fall selling. These sandal effects call for center 
buckles, and will be built mainly on semi-French toes 
with covered 12/8 or 14/8 heel. A good part of them 
will be sold with baby and high Louis heels, especially 
in patent leather and tan calf. Simultaneous with the 
introduction of the three-strap sandal we feature the 
Grecian effect, which is the one strap over the instep 
carrying another strap from the throat of the vamp 
to the strap; in many cases calling for triangular 
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cutouts on the quarters. This pattern we feel will 
play favorite in high Louis afternoon and evening 
slippers. 

Straps for evening wear will be popular, and for 
such shoes we recommend only the Grecian sandal 
strap and the popular one-strap in both baby and high 
Louis heels. 


Walking Oxfords With Cuban Heels 


Cuban heel oxfords are to play a very important 
part in our fall selling, and from reports obtained 
throughout the country, and spending considerable 
time in watching the style trend of Cuban heels in 
our shop looks as though brogue effects, center perfo- 
rated toes, conspicuous perforations around vamp, top 
and up-eyelet stay are logical sellers. We do not feel 
favorably inclined toward ball straps, for this pattern 
was not accepted favorably this past season. 

We must not forget boots. Although 
last fall made many of us pessimistic with 
reference to the possibility of the revival 
of the boot, I think it would be advisable 
for the retailer to center his thoughts 
mainly on Cuban heel shoes, such as brown 
and black kid and some tan calf. These 

styles should be sized up and stock 
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reason it is only logical to assume that if the local 
dealer will sprinkle his stock with a handful of modi- 
fied French shoes he may be pleasantly surprised. 

In walking heel models, the 8/8 and 12/8 heel lasts 
show a decided increase. Such lasts being used mainly 
for brogue and sport effects, and vamps to be about 
8% in. There is a possibility that on the 14/8 heel 
we may experience a call for slightly longer toes. 


Heels in Three Classes 


We can divide the subject of heels into three dis- 
tinct classes—the high Louis, baby Louis and the 
Cuban walking heel. It is quite safe in suggesting that 
the American woman leans to the regulation Louis 
heel for her style pumps. As mentioned before, it is 
only in the larger cities where the demand for more 
elaborate pumps is prevalent that the Spanish and cov- 
ered Cuban heels are of importance. The sale of 
pumps made with baby Louis and walking heels have 
shown a marked increase in the past few months; the 
retailer should watch very carefully this part of his 
stock and make certain that he has a sufficient amount 
on hand and coming through to meet an increased de- 
mand. The baby Louis heel has been featured mainly 
in pattern pumps, and they have helped considerably 
to increase the novelty business, for 
it has brought to the store the 





kept in condition for a fair call. 

Nothing points to the possibility 
of Louis heel boots. Of course, in 
certain parts of the country solid 
black and brown kid boots will sell 
moderately. 


Watch the French Last 


The question of lasts is a very 
delicate one, and should be studied 
very carefully, taking into consid- 
eration the possibility of new effects 
upon your clientéle. From our ex- 
perience we have learned that a 
certain length of vamp or shape of 
toe cannot be determined for coun- 
trywide use. The bigger cities, 
such as New York, Chicago, etc., 
have been selling for months the 
modified French last, which is not 
the square toe bulky appearing 
pump that first was introduced to 
the retailer as a French model, but 
a toe having some touch of Ameri: 
canism, slightly receded and shaped. 
With such a last both the Spanish 
and covered Cuban heel heights will 
be called for. Although this French 
demand is creating quite some con- 
sideration throughout the country, 
.we suggest that the average re- 
tailer, for safe buying, use the pop- 
ular 314 in. pointed toe vamp in 
both the Louis and walking heels. bracelet pump. 
and three-strap sandals, and even 
the more elaborate sandals, should 
be considered first for the modified 
French toe. Thanks to the exten- 
sive circulation of style publica- with the same 
try are kept posted on style trends 
in the bigger cities, and for this 








Something new in the way of Parisian 
ideas in women’s footwear is now being 
displayed in the form of an ankle 
The bracelet is really 
r a strap of the same material as the 
Patterns such as Grecian sandals shoe. It fastens with a small buckle, 
and is decorated with fancy stitching 
in a contrasting hue. 
where the top of a high shoe would 
come, but is separate from the pump. 
The latter is equipped with the fash- 
ionable strap fastening running across 
the top’ of the instep, and is trimmed 


stitching that is seen on the “bracelet.” 


tions, women throughout the coun- Made for Franklin Simon & Co. by 
Degen-Lipp, Inc., of Brooklyn 


woman who ordinarily would not 
wear pattern pump with a high 
Louis heel. 

In order to retain the strap pat- 
terns from one season to another, 
it is necessary that we adopt some 
method to differentiate from the 
previous season, so that we can 
present the style woman with some- 
thing new. In this respect we come 
in contact with the application of 
stitchings on quarters pleasingly 
designed, in contrasting colors, also 
the plain contrasting double-row 
stitch around the vamp, top and 
straps, and then the perforations 
applied heavily to walking heel 
models and lightly to the Louis heel 
models. In some cases underlays 
are suggested, but as this effect 
has been carried to the cheaper 
grades to a great extent, it is wise 
to order underlays as little as pos- 
sible. 

Colored bindings have also been 
used the past season, but in this 
case also it has been overdone by 
use in the cheaper lines, and it 
would be wise to watch the applica- 
tion of this kind of ornamentation. 


Beaded Slippers Good 


Beaded slippers have great possi- 
bilities for fall selling—in fact we 
have already sold from stock a 
quantity of black and brown beaded 
slippers not too heavily ornamented 
but delicately strung around throat 
and strap. Jet beads should be 
bought moderately. 

There has been some talk about 
an embroidered slipper. We have 


It is worn about 


of contrasting 








(Continued on page 49) 
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Trade Rights of Retail Merchants’ Associations Defined by Member 
of Federal Trade Commission; Too Much Co-operation 
May Constitute Conspiracy 


WASHINGTON, Aug. 2.—Of the utmost significance 
to the retail trade, particularly merchants belonging 
to retail organizations, are the views expressed by 
Commissioner Gaskill in dissenting from the majority 
report of the Federal Trade Commission against the 
Philadelphia Wholesale Drug Company, an organiza- 
tion of approximately 800 retail drug dealers through- 
out the East. He filed a dissenting opinion because of 
the issues involved and not particularly because of the 
case itself. Commissioner Gaskill is perhaps one of 
the most powerful and judicious members of the Com- 
mission, and his statements carry more than ordinary 
weight with American business men. 

The Philadelphia Wholesale Drug Company is en- 
gaged primarily in selling drugs and other merchan- 
dise to members at cost plus the expense of doing busi- 
ness, and at an additional profit sufficient to pay divi- 
dends on the preferred stock. Its net sales for 1919 
were $3,504,431.28. 


When Is a Wholesaler? 


The complaint which the majority of the Commis- 
sion dismissed was against the action of this organi- 
zation of merchants in dealing with the Mennen Com- 
pany. The Mennen Company adopted a sales policy 
for the distribution and sale of its products, involving 
a discount of 10 per cent and 5 per cent on list prices 
to merchants purchasing goods in lots of 18 dozen or 
over and a discount of 10 per cent, 5 per cent and 3 
per cent from the list prices to wholesale dealers on 
goods purchased in lots of 10 gross or over. The Men- 
nen Company classified respondent as a retail dealer 
and declined to allow to it the same discounts which 
it allowed to those of its customers whom it classified 
as wholesale dealers, on like quantities of the same 
commodity. The retailers’ organization protested but 
the Mennen Company refused to allow the discount 
which they requested, and therefore the organization 
published a statement in their official organ setting 
forth their views and denouncing the Mennen Com- 
pany. Commissioner Gaskill insists that there would 
be no justification for the retailers’ organization to 


take an illegal action even though the action of the 
Mennen Company had been determined to be illegal. 
In discussing this he said: 

“It is a growing characteristic of a period which 
is concerning itself with the methods of distribution 
more seriously than ever before. In a number ‘of 
cases the Commission has asserted the right of such 
organizations as the respondent to exercise and per- 
form the functions for which they were organized, and 
has enforced the provisions of law which are intended 
to guard and protect the development of new methods 
of competitive distribution. 


Right to Organize Admitted 


“But it does not follow that the respondent and 
similar organizations are themselves free to secure 
their objects by the use of weapons which the law 
strikes from the hands of their competitors. 

“The right of the members of the respondent to or- 
ganize is certain. The right of the organization to 
apply for recognition as a wholesaler, or to seek the 
same discounts which any manufacturer may allow 
to any other purchaser of a like commodity in like 
quantities, cannot be denied. And the association has 
the right on behalf of all its members, collectively, to 
protest against an action which it deems to be inju- 
rious and to present all just, reasonable and proper 
arguments in support of its contentions. 

“Upon the exercise of this right, however, there are 
very decided limitations. The association, as such, 
may discontinue business relations with a manufac- 
turer who declines to accept the association’s ideas. 
The association may not, directly or indirectly, 
threaten a manufacturer with concerted action of its 
membership, nor suggest to its membership by any de- 
vice capable by reasonable interpretation of convey- 
ing the suggestion, that cessation of business relations 
by the members with the manufacturer in question is 
timely or desirable. The management of the associa- 
tion must not attempt to influence, direct, or control 
the judgment and actions of its individual members 
in their relations with a manufacturer or his com- 
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modities. To do so is to present at once the appear- 
ance of conspiracy to accomplish an unlawful purpose, 
namely, a hindrance and a restraint upon the opera- 
tions of the manufacturer in competition with others 
similarly engaged in the distribution of his product. 


When Co-operation Becomes Conspiracy 

“An association which circulated among its mem- 
bers a report giving names of wholesale dealers who 
sold direct t® consumers, tending to induce its mem- 
bers not to deal with wholesalers, was likewise en- 
joined. Eastern States Retail Lumber Dealers’ Asso- 
ciation vs. United States, 234 U. W. 600. 

“An association was enjoined by a decree from pub- 
lishing lists of wholesale grocers as a means of com- 
pelling manufacturers to deal only with them. For 
violation of this decree the association was held guilty 
of criminal contempt. United States vs. Southern 
Wholesale Grocers’ Association, 207 Fed. 434. 

“A retail lumber dealers’ association published a 
list of manufacturers and wholesalers who sold -con- 
sumers, co-operative societies, or mail order houses 
The system operated to prevent such sales to a great 
extent. This was held to be a restraint of trade in 
violation of the Sherman act. United States vs. Hol- 
lis, 246 Fed. 611. 


The Line of Demarcation 

“The respondent was justified in communicating to 
its members the fact that it was unable to conclude 
to its satisfaction its negotiations with the Mennen 
Company. Had it done nothing more than that, and 
upon the receipt of this information, had any indi- 
vidual member or members taken action upon their 
own initiative, and as a result of their own judgment 
without suggestion from the association, concluded to 
discontinue business relations with the Mennen Com- 
pany, or to refrain from handling its product, the Men- 
nen Company would have had no just complaint and 
free and fair competition would not have been dis- 
turbed. 

“Here, then, is the line of demarcation. An asso- 
ciation like the respondent may protest, argue its posi- 
tion and determine its subsequent conduct, advising 
its members thereof. But it may not in any degree, 
by communication with its members, set in motion 
those currents of action which, emanating from the 
central source, reasonably and naturally tend to result 
in a concerted pressure upon the unwilling manufac- 
turer. Nor may the association seek to add to the 
logic of its arguments the element of intimidation or 
threat of concerted action on the part of its member- 
ship. The manufacturer may choose his own cus: 


tomers not in restraint of trade, and must be free to 
exercise his own uncontrolled judgment. The associa- 
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tion is free to continue or discontinue purchasing from 
a manufacturer. And each individual member of such 
an association as the respondent must likewise be left 
free to determine his individual conduct according to 
his own free will. : 

“To await consequences and make the application 
of the act depend upon the proof of accomplished inju- 
rious results is to make the Federal Trade Commission 
act a duplication of the Sherman act, and to deprive 
it of the special field which it was intended to occupy, 
that is, of dealing with practices in their inception 
which, if continued to success, would fall within the 
condemnation of the Sherman act, but which are not 
within that law because of their incomplete develop- 
ment.” 


Our Footwear Imports 


With boots and shoes placed upon the free list in 
the House permanent tariff bill, it is interesting to 
note the extent of sales of foreign goods in this coun- 
try during the last fiscal year. Preliminary statistics 
compiled by the Bureau of Foreign and Domestic Com- 
merce show that 206,666 pairs of boots and shoes with 
a declared value of $795,570, were admitted during the 
fiscal year ending June 30, 1921. These figures repre- 
sent an increase in value of approximately 100 per 
cent, as the imports during the corresponding period 
last year amounted to 94,277 pairs, with a declared 
value of $374,853. 

On the other hand, there were 12,581,181 pairs of 
boots and shoes, with a declared value of $4,430,065, 
exported during the last fiscal year, as compared with 
20,289,557 pairs, valued at $78,064,947, in 1920, show- 
ing that the balance of trade had a tendency to shrink. 
The classification shows that in the fiscal year ending 
June 30, 1921, the shipments of children’s shoes 
amounted to 2,794,811 pairs, valued at $5,349,168; 
men’s shoes, 6,927,512 pairs, valued at $28,984,264; 
women’s, 2,858,858 pairs, valued at $10,096,633. 


Cuba Buys Children’s Shoes 


Cuba was our principal customer for children’s 
shoes last year, as the shipments aggregated 1,929,293 
pairs, valued at $3,575,797. Cuba was also our prin- 
cipal customer in the purchase of men’s shoes, as ex- 
ports to that country amounted to 1,170,657, estimated 
at $10,137,095. Our heaviest shipments of men’s shoes 
was to Russia and Europe, where 2,649,533 pairs, 
valued at $7,282,777, were sold. Cuba also purchased 
945,529 pairs of women’s shoes, valued at $2,590,187. 

The Federal statistics show that 130,273 pairs of 
leather slippers, valued at $269,871, were shipped 
abroad during the last fiscal year. 














(Continued from page 34) 
So and So belongs to such and such a club and 
mixes in such and such a circle. 

But the fellow who handles the lower grades 
and earns fair profits may also conduct his store 
along the newest merchandising ideas and give 
his customers good service and liberal treatment 
so that they will advertise him and his store in 
their circle of friends even more than the high- 
class trade does. People who buy the medium or 
lower grades appreciate business courfesies much 
more than the people who are thoroughly accus- 
tomed to service. 


And then, too, there is the dealer who conducts 
a good store, regardless of the quality of goods he 
sells, so long as he deals fairly with everyone and 
joins in with other merchants in all enterprises 
toward local improvements and aims to move in 
good social circles. 

The merchant who keeps his own life clean and 
gives his trade a fair deal will soon gain a busi- 
ness reputation that will be worth a life’s fortune. 
A merchant may buy good advertising publicity 
for his merchandise, but he must earn personal 
and store reputation by the kind of service he 
gives and by his conduct. 
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Children’s department in store of I. Miller & Sons, Chicago 


In Service to 


The 


HE opening of the Millerkin shops, as the kiddie 

shoe departments of the I. Miller stores are 
called, met with such success in New York City 

that the Chicago store of this firm recently opened a 
children’s department, which is a wonder to behold. 

The Chicago store was completely remodeled in or- 
der to secure a desirable place for the children’s 
section. A stairway was opened leading down a few 
steps to the sub-store where this unique department 
is located. 

The one great big central thought in the construc- 
tion of the department was to make it attractive and 
pleasing to the little tots and to make it harmonize 
in every way with the high type and novelty effects 
of the footwear carried. 


Out-of-Ordinary Styles 


The success of the Miller institution, according to 
Mr. Miller himself, is made by doing things in a dif- 
ferent way and creating styles that are out of the 
ordinary. 

These same ideas have been carried out in the in- 
stallation of these children’s departments. 

Many a mother has left a shoe store sick at heart 
and disgusted because she has been unable to find 
either proper shoes or courteous treatment for the 
children at her side. 

The whole story is concisely told in a little folder 
put out by the firm. 

“The Millerkin Shops and the shoes to be found 
in them were designed and developed by I. Miller to 
institute a service which would not only prove ample 


His Majesty— 
Baby 


in all the particulars of correct fitting, but in giving 
the children a toyland atmosphere in which novel 
and splendid shoes could be chosen at modest prices. 

“There is every type of little shoe, cunning and 
smart, for girls of all ages and little men up to size 
two, for every occasion from play to party.” 


Footwear in Cabinets 


Only a faint idea of the beauty and attractiveness 
of this little shop can be obtained from the illus- 
trations. The shoes are all kept in cabinets arranged 
as to sizes and styles and easy to handle. There are 
no paper cartons to get ragged and dirty. Above 
the cabinets are show cases neatly trimmed with foot- 
wear, hosiery and toys. Above the display cases are 
paintings done in wonderful colors and attractive to 
the childish eye. 

On pedestals between the cabinets are soldiers 
of various countries in colored costumes. Off to one 
side are swings and play devices of different sorts. 
Birds and flowers help to make the wall decorations 
more attractive. 

To one side is a row of small chairs placed upon a 
platform which is arranged more conveniently to fit 
the very small children. The footwear is strictly of 
the I..Miller type of dainty dressings. The patterns 
to a great extent follow the types of their women’s 
shoes. The lasts are, as a rule, of the footform type, 
and the.attractiveness is found in the unique pattern 
and novelty designs. 
~ The salespeople for the Millerkin Shop have been 
selected because of their sunny dispositions, their 
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love of children and patience. 
The average merchant can 
learn many valuable lessons 
both from the arrangement 
and the merchandise of the 
Millerkin Shops. 


"23 


STYLE WITH FOOT SHAPE 


The Two Elements Necessary 
in Children’s Shoes 


It would be a serious mis- 
take to make any radical 
changes in the general shape 
of children’s lasts. The foot- 
form last with plenty of toe 
room and ball room is un- 
doubtedly the correct idea 
and should remain in vogue, 
but there is wide opportu- 
nity for the development of 
pattern and color combina- 
tions. Patent leather with 
piping of red would fill the bill excellently. 


’ -., ho ee 


Buying Children’s Shoes 


Recently an Iowa merchant departmentized his 
store and kept a separate accounting of each de- 
partment. The children’s or juvenile department 
had a very large stock, but the department showed a 
loss for some months. 

The merchant got in touch with some brother 
merchants and told his troubles. Upon the advice 
of these men he selected a girl, put her in charge 
and made her responsible for the department. She 
was proud of her job and went at it with a will. 

She had lots and lots of shoes but few that pleased 
the children. Buying had been promiscuously done 
and almost every line in the country was represented 
on the shelves. The new manager put on a sale and 
then confined her buying to the fewest possible 
lines and a limited number of styles. 

She selected two salespeople for her department 
and within a very 
few months she had 
one of the most pop- 
ular and withal one 
of the most profit- 
able departments of 
the store. 


The Secret of Suc- 
cess 


~ It was somebody’s 
job to buy the chil- 
dren’s shoes and 
somebody’s job to 
sell them. That is 
the secret of the suc- 
cess. 

It made this mer- 
chant’s heart sore to 
see so many mothers 
and children walk 
out of his store un- 
sold. The look on 
the faces of these 


Hosiery and specialties for children 


Special delivery service in Chicago 
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mothers because they did not 
receive proper attention 
caused more pain than the 
actual loss of sales. 


More Profit in Children’s 
Shoes 


There was no place in the 
store for a children’s de- 
partment except in the base- 
ment. To the basement it 
went, but that down-stairs 
shop was made attractive to 
children. The manager and 
salespeople were carefully 
selected and now he says 

ili there is more real profit from 
mi the children’s department in 
i proportion to the investment 
® than any other department of 
the store. 

Little souvenirs or presents 
for each child is a sure way 
of reaching the childish 

heart. Toy balloons, bubble blowers, and even dolls 
are inexpensive, but they are of more value than a 
million dollars to the little king or queen of the 
household. The manner in which they are presented 
has a lot to do with the value. Here is where a smile 
can be sold at the greatest price. Every person in 
the children’s department must be a lover of children 
and possessed of an unusual amount of patience. 


Advertising Important Factor 


In the average store, children’s shoes receive very 
little consideration when it comes to spending the 
advertising appropriation. If they are advertised at 
all, the language and style of display is just the same 
as used in advertising men’s or women’s stores. 

In this store the advertising appropriation is split 
proportionately with the gross sales of the various 
departments. 

One day each week a children’s “ad” appears. It 
is written to appeal to children, in language that 
children can understand. The layout is arranged to 

attract the childish 

eye. 

The alert merchant 
realizes that the 
lapse of time  be- 
tween childhood and 
manhood or woman- 
hood is not very long. 
The little girl who is 
fitted with size 
twelve to-day will 
wear a woman’s size 
within a half dozen 
years and within an- 
other half dozen years 

~ may be bringing the 
queen of her own 
household to be 
fitted. 

As the Twig Is Bent 

The childish mind 
is easily influenced 
and impressed and 
(Continued on page 49) 
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Bumper Crops Being Harvested 
In All Parts of the Country 


Railroad Executives and Agricultural Publications Report 
Unanimously That the Buying Power of the Farmer 
Is Being Restored As Though By Magic 


HE American farmer has written off his losses, 

} cut his cost of production, and this year is har- 

vesting a bumper crop that will insure a plenti- 
ful food supply for the United States and leave a good 
surplus for export. 

Reports on the condition of crops July 1st from the 
presidents of more than thirty leading railroads and 
thirteen important agricultural publications, gathered 
by The Standard Farm Papers, show that from the At- 
lantic to the Pacific and from the Dominion of Canada 
to the Gulf of Mexico, the yield will be plentiful and 
the diversity of crops greater than ever before. 


Fair Profit Assured 


Prices for farm produce, the agricultural editors 
report, are returning to a standard which will insure 
the farmer a fair profit and will restore his reduced 
buying power. 

Although a general scarcity of rain previous to July 
1st threatened to retard some crops; this was averted 
early in July by general rains which freshened the 
pastures and invigorated the grains. 

There is a decreased cotton acreage reported from 
the South, but the economists say this is an advantage 
rather than an evil, having a double significance. 
First, it will enable the southern planters to move at 
a profit, the large supply of cotton held over from 
1920, and, second, it means that the Southern States 
are becoming farmers rather than planters, that the 
great acreages formerly devoted solely to cotton are 
being planted to other crops and that the increase of 
live stock breeding and general farming is relieving 
the Southern farmer from his dependence upon the 
successful marketing of any single crop. 


Live Stock Men Optimistic 


In the West, there has been plenty of snow and rain 
and all irrigation sections have the water they need. 
The grazing lands in the mountains are in exception- 
ally fine shape. Live stock breeders feel that the low 
point in the market has been passed and that from 
now on conditions will strengthen. They say that the 
extreme low price reached for pure bred cattle had the 
effect of driving from the industry most of those who 
were purely speculators rather than constructive 
breeders, and they look for the business of breeding 
and raising cattle for the market to thrive from now 
on. Dairy products are in good demand and prices on 
the whole are remunerative. There was a plentiful 
supply of labor at costs, which will enable the farmer 
to market his products at a profit. 

On the eastern section of its lines, the Pennsylvania 
Railroad System reports wheat equal to last year, corn 
doing well, with an unusually large acreage of pota- 
toes. On the western portion, wheat, corn and oats 





are normal with the wheat harvest about two weeks 
earlier than usual. The New York Central Lines say 
the general crops will be good, but that early fruits 
and vegetables were damaged some by frosts. 


Conditions Fair in New England 


In New England, the rains came along just in time 
to prevent serious deterioration of pasture lands and 
the hay crop, the Boston and Maine Railroad reports. 
Fruits will be light. Massachusetts has a good supply 
of peaches, but few apples. Corn is normal. Tobacco 
is normal, but was slow in starting. 

Peaches and watermelons in profusion is the story 
from the Carolinas told by the Seaboard Airline Rail- 
way. Tobacco and cotton acreage shows a decrease, 
while grains and forage crops are normal. The supply 
of citrus fruits from Florida will be about the same 
as last year, the railroad reports. 

There is a reduction of acreage of cotton and to- 
bacco amounting to about thirty per cent in the terri- 
tory of the Atlantic Coast Line, which is offset by in- 
creases in sweet potatoes, early fruit and truck crops. 
“The South is undergoing an economic change that 
will, if continued for a few years, make her farmers 
independent,” reports the presidént of that railroad. 


Wheat Crop Better Than Average 


Condition of crops throughout the territory served 
by the Illinois Central is very satisfactory, and indi- 
cations point to a normal yield. The wheat harvest 
has been completed in many sections and threshing be- 
gun. Reports indicate that the yield will be slightly 
better than the average, corn making an excellent 
growth, and the condition of oats, barley and rye being 
satisfactory. 

“Wheat has been cut and threshing commenced. 
The condition was much better than the average, and 
a large yield is expected,” says The Wabash, and 
there are similar reports from the Chicago & Alton, 
the Chicago, Rock Island & Pacific, the Chicago, Great 
Western Railroad and the Atchison, Topeka & Santa 
Fe. The Rock Island lines estimates the Kansas wheat 
crop at between 113,000,000 bushels and 130,000,000 
bushels. The rice crop in South Texas shows a good 
growth, and reports indicate a heavy yield, the Rock 
Island adds. 

The Chicago & Northwestern Road and the Chicago, 
Milwaukee & St. Paul report winter wheat a good 
average over their entire territory, with crops about 
two weeks ahead of normal. 


Iowa Conditions “Perfect” 


Conditions in Iowa are practically perfect, reports 
the Milwaukee. There is plenty of moisture, and all 
other crops doing well. In the Trans-Missouri divi- 
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sion the weather has been very favorable for crops 
throughoutgthe Musselshell division, northern Mon- 
tana, the Rocky Mountains and Idaho and Washington. 

“Corn is splendid and gives every promise of a good 
crop,” declares the Santa Fe. “Cotton is showing a 
good growth, and an increased demand during the 
last month or two from both domestic and foreign 
spinners has been rapidly absorbing that portion of 
last year’s crop which has been in storage. In south- 
ern and eastern Texas and Louisiana rice is satisfac- 
tory, and truck crops are turning out well. Canta- 
loupes and sugar beets in western Kansas, Colorado 
and New Mexico are developing rapidly. The second 
and third cuttings of alfalfa in parts of our territory 
are making better yields than 
the first crop. 

“Orange and lemon growers 


AY the 
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Score One for the Dairymen 


“Corn in Wisconsin is especially good and far in 
advance of other seasons,” reports Hoard’s Dairyman. 
“The price of mill feeds is below previous levels, there 
is a promise of good supply of roughage and small 
grains. There is a brisk demand for dairy products. 
Market milk and butter are selling on the whole at 
good prices. The price of cheese is low, but it is 
advancing, and the supply is short of last year.” Corn 
condition in Wisconsin, July 1, was the second highest 
on record. ‘Potato acreage is larger than last year,” 
the Wisconsin Agriculturist. reports. 

On the Pacific Coast there is good cheer. “California 
agricultural conditions are 
better than a year ago,” says 

Pacific Rural Press. 





in California are finding a 
ready market for their fruit 
at attractive prices, and the 
movement to eastern markets 
is in excess of what it was 
a year ago. California grapes 
escaped the late frosts much 
better than was expected. In 
the mountains, ranges are in 


“‘He’s the Funny Bone of the 
Country and I Don’t Know 
What We Would Do 
Without Him” 


So spoke Gentleman Jeff, the polite crook 


“Fruits are not quite so good, 
but field crops and live stock 
are considerably better on the 
whole. Ocean shipments via 
the Panama Canal have been 
newly utilized with great ad- 
vantage. Citrus fruits are 
yielding reasonable returns 
for the season, with lemons 


excellent condition, and live 
stock is doing well.” 


Enormous Wealth Created 


And so the reports - go. 
From everywhere in the coun- 
try, with its great diversifi- 
cation of production, the rail- 
roads, with their fingers on 
the pulses of every little way 
station, see this enormous new 
wealth literally springing up 
from out of the ground. 

The editors of the agricul- 
tural publications report as 
favorably on the condition of 
the crops and also from their 
studies see a vast improve- 
ment in the economic condi- 
tion of the farmer over last 
year. “Prices for commercial 
meat making live stock hit 
the bottom several weeks ago 
and have since shown increas- 
ing improvement,” says the 
Breeders’ Gazette of Chicago. 


created by O. Henry, one of America’s most 
famous humorists. But while the urban 
residents of the country find it difficult to 
disassociate the real farmer from the 
straw-strewn characterization of him most 
frequently seen on the stage, the really big 
business men of the country take him 
mighty seriously. 

They know that the prosperity of the 
country depends largely on the prosperity 
of the farmer; that collectively he repre- 
sents approximately sixty per cent of the 
country’s buying power; that his lack of 
money with which to buy the commodities 
which he does buy may easily bring indus- 
trial America to the verge of bankruptcy; 
and that bumper crops, sold at a profit, 
mean a one-hundred-league step in the di- 
rection of national prosperity. 

We believe every word of this article. 
We believe it would be wise for the mer- 
chant to base his future buying on the facts 
set forth here. 





CA 


selling high. Cereal crops are 
harvested and are better than 
the ten-year average. Rice 
growers have about the same 
acreage as last year.” 

“We have one of the best 
crop prospects we have noted 
for a number of years, and 
Western Dakota and Mon- 
tana, which have _ suffered 
from drought for the last 
three years, have an excellent 
crop prospect,” says The 
Farmer, St. Paul. 


Acreage Above Normal 


“Farm women all over the 
United States are obtaining 
better results from poultry by 
organized effort, and are using 
their butter and egg money 
to help furnish homes,” re- 
ports The Farmer’s Wife. 

“The Michigan corn crop is 
in excellent condition, ten 
days ahead of normal seasonal 


’“Some classes are selling at higher prices than have 
been obtainable for several months. There is an un- 
precedented surplus of corn, hay and grass in the 
principal stock raising regions and producers are con- 
. fident that the worst has happened and that the mar- 
ket will continue to strengthen. In relation to the 
future, the present live stock situation is more prom- 
ising than it has been in a quarter of a century.” 

In Nebraska, the wheat harvest has had ideal 
weather conditions, writes the Nebraska Farmer, pub- 
lished by Governor S. R. McKelvie of that State. “It 
has ripened from a week to ten days earlier than was 
expected. The corn outlook was never better. The 
acreage is large. Farmers are marketing their old 


corn and will market much of their wheat direct from 
the thresher. 
this way.” 


Altogether things seem brighter cut 


growth. Sugar beet acreage above normal and crop 
in normal condition,” reports the Michigan Farmer. 

“Generous rains have fallen in Ohio, which means 
much to all crops. Corn is in very high condition,” 
is the word received from The Ohio Farmer. 

“With the exception of fruits, the general condition 
of farm crops in the Middle Atlantic States is above 
normal. The wheat crop is good, and recent rains 
have saved the crops from serious damage,” says The 
Pennsylvania Farmer. 


South Headed for Prosperity 


“Wheat harvests began ten days earlier than usual. 
The spring pig crop is unusually large and above 
normal in character,” writes The Prairie Farmer. 

“The short acreage in cotton really spells prosperity 
for the South.—The Progressive Farmer. 
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The Rambling Reflections of a 
Foot-Saving Samaritan 


From Address Before Convention of the New 
York State Retail Shoe Dealers’ Association 


By JOHN STROOTMAN 


Y mission at this time is to define the differ- 
ence between foot-fitting the old way and shoe- 
fitting the new way. My desire is to save feet. 

Fitting shoes comfortable is not enough. We must 

learn how to fit shoes to make feet always comfortable. 
When we compare old-time foot fitting and old-time 

shoe making with present time fitting of the already 

made shoe, we cannot get 

away from the fact that the 


artist foot fitter of the past _IVIIIIIIIINIINMININNNNNNNNNNNINANNIININNNNINNININN AKNMINNIMNIINNNNIUINNKIIINN 


the arch foot bones up, back and together and force 
the shoe and shoe strings to carry the person’s weight 
—not the toes, nor the ligaments, nor the tendons. 
The arch bones are not rigid joints. They lie to- 
gether and are held in place by the surrounding growth 
of ligament and tendon. Compare the arch bones 
with half a dozen small Bermuda potatoes jammed or 
forced together and wound 
and held together by tape 
which from the heft of the 





was he who measured the feet, 
fitted the lasts, and made pat- 
terns to fit the foot from 
which shoes were bench made 
by hand. 

Not more than sixty years 
ago there were still numerous 
shoe shops, also tailor shops, 
near every business center 
where both the body and feet 
were clothed and fitted by 
measure to order. The shoe- 
makers sewed leather with an 
awl, and the tailor, cloth with 
his needle. Today the sewing 
machine is used by both the 
tailor and shoe manufacturer. 
With the change to machin- 
ery, conditions are reversed 


I said: 


not hurt a bit.” 


Save All Your Old 
Newspapers 


“T saw at a glance that his boots were 
very loose at the arch, or instep. His toes 
were jammed with friction at every step. 


“*You need a shoemaker—not a doctor.’ 

“Having nothing better I stuffed a lot of 
newspaper under the arch and heel to hold 
up his arch and to keep his feet back in 
his boots to relieve the toes. He walked all 
day. He came back all smiles on his way 
home that evening to tell me his toes had 


(From anecdotes of John Strootman). 





with both. The clothier and qi iiiiiiitititittiiitiiitianaa 


the shoe dealer now buy ready- 
to-wear, factory-made goods. 


The Shoe Dealer Loses His Job 


Right here is where the shoe dealer has lost his job 
as a foot fitter, while the clothing dealer continues in 
the old way to fit the body. When the already-made 
coat or garment is too large or too small, the tailor 
rips the seams and fits the garment either larger or 
smaller to the person’s form while the customer is en- 
tertained and often sold some other article. 

The shoe dealer has no such advantages. He cannot 
fit the foot. He must fit the shoe. He cannot rip 
seams, he cannot alter the shoe. He must, therefore, 
add to the foot that does not fill and fit the standard 
measure shoe. No two feet are just alike in length or 
width, yet shoes come in pairs and are made over lasts 
exactly alike. 

Much of the art of fine shoe fitting is done fitting 
or filling the under arch and heel of the low instep, 
short-heel-measure feet to the standard measure shoe. 


Putting the Burden on the Shoe 


To save these feet from the falling arch pains the 
shoe must be fitted just as the old time shoemaker and 
foot fitter fitted the feet—with a snug fit at the arch 
and especially at the three lower eyelets, so as to hold 


_ person or much walking grad- 
ually stretches just like the 
ligaments and tendons hold- 
ing together the arch bones. 
When this tape is stretched, 
the arch bones (or jammed 
potatoes, for illustration) 
must loosen and go down just 
like. the settling foundation of 
a house. 


Shoe Fitting Better 


It is but a second’s work 
with a proper cushion heel 
filler or even some old stock- 
ing to fill the loose arch space 
and to raise the arch of the 
foot to the lines of the stand- 
ard measure shoe. 

Shoe fitting is more posi- 
tive, also better, quicker and 
easier, than foot fitting. Every 
normal foot can be saved and most troubled feet can 
be put at ease instantly by a lift up under the arch, so 
as to make the shoe and shoestrings carry the person’s 
weight. 

You will remember the picture of the good samar- 
itan and the barefoot man by the wayside of a rocky 
road. This picture proves that feet were not made to 
walk much over hard, stony roads. The skin, al- 
though toughened, will stand but limited abuse. . 

Shoes must be fitted first, with the idea of protect- 
ing and supporting the arch bones of the inner foot, 
and, second, with the idea of protecting the outer or 
skin part of the foot from friction and vibration. 


Three Birds With One Stone 


The snug, corset-like arch fit protects the arch bones 
and at the same time prevents skin friction and, by 
holding back the foot, eases the toes. It is like hit- 
ting three birds with one stone. It saves the inner 
foot. It saves the outer foot. And it saves the toes. 
Every shoe fitter can prevent bad feet and should be 
a good samaritan. It is part of his business to know 
how. 

Sixty years ago good foot fitting prevented arch 
troubles. There were, however, even then, many crip- 











August 6, 1921 


pled feet such as do not exist now. In olden times, 
some of the tiny soft bones of the feet, through igno- 
rance or carelessness, were twisted at birth and no at- 
tention was given them when the bones hardened. 
Such people later required the cripple shoe fitter who 
made or whittled out a last and fitted the foot. My 
father and forefather were cripple foot shoemakers. 
I also did cripple foot work. 


Fitting Crippled Feet 


I remember people coming in on crutches and father 
made them shoes so they could walk without crutches. 
That was foot fitting extraordinary. I have people 
come to me sometimes on crutches. One man quite 
recently said he had doctored for six years. After 
looking into his shoe, I saw the trouble and told him 
there was nothing the matter. In six minutes he could 
not find a trace of the pain which he had had high up 
in his side. It was a case of correct shoe fitting. He 
carried his crutches home. 

My first experience at boot fitting was accidental. 
After school it was my work to do errands for the 
shoe shop. I was about ten years old at the time when 
sent with a message to a neighbor’s shoe shop. My 
man was waiting on a customer who was pulling on a 
pair of boots. It was mostly all high boots in those 
days. He pulled the straps rather hard, and claimed 
the boots were too small, also too long at the toe. The 
shoemaker argued, but finally, while I stood in silence, 
agreed to make another pair of boots. 

I knew what my father would have said at every 
move, so I finally said in the customer’s hearing: 

“Mr. B., those boots are a very good fit. The man’s 
stockings are damp at this time of day and the feet 
are swollen. The boots are not too long. When he 
stamps his feet forward they will be just right and 
not pinch his toes.” 

The man again tried them on and took the boots. 
He was satisfied. 
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Some thirty years ago one of my good customers, 
Mr. D., most prominent foot fitter and shoe fitter in 
Erie, Pa., came to my factory one morning, pulled out 
a bottle of medicine and said his doctor had kept his 
toes sore for six months. He could hardly walk and 
wanted me to go with him to a good Buffalo doctor 
to prove that the medicine made his toes sore. 

I saw at a glance that his boots were very loose at 
the arch or instep. His toes were jammed with fric- 
tion at every step. I said: 

“You need a shoemaker, not a doctor.” 

Having nothing better, I stuffed a lot of newspaper 
under the arch and heel of his boots to hold his arch 
and foot up and back in his boots, to relieve the toes. 
He walked all day. He came back all smiles on his 
way home that evening to tell me his toes did not hurt 
a bit. 

Simple nothings do the trick—and instantly. It is 
= as easy as playing on the piano when you know 

ow. 

A General Invitation 


Last summer, a western customer and his daughter 
called to see how shoes were made at the factory. She 
wanted her feet measured. When told it was a 5C 
width foot, she remarked that she had a refined foot 
and always wore a 7A. When I explained that a 7A 
was exactly the same width as 5C width, and that for 
every size she wore a shoe too long she forced the ball 
of her foot forward three-sixteenths of an inch and, 
with two sizes longer shank, three-eighths of an inch 
forward, causing a looseness at the heel and pulling 
the arch bones forward and down. 

The short shank is better for the arch of the foot, 
while toes should be free to spread at every step. It is 
to be regretted that in many shoe fittings the head 
and not the foot must be fitted. 

If you want to be one of my foot saving samaritans, 
drop me aline. There is only one John Strootman in 
the world and his address is Buffalo, N. Y. 








(Continued from page 35) 
fore the tanner, shoe manufacturer, shoe merchant 


and the public. The fight should be greater than 
the efforts of our “little band” which has been doing 
duty in Washington. A handful of men in opposition 
is no offset to the agricultural “bloc!” 

That is why it is now hoped that the Senate will 
indorse the action of the House in placing hides on 
the free list, which seems likely at this writing. It 
is a matter of the utmost importance that should this 
contest go further, a greater spirit of unity should 
be expressed among the trade as a whole and anyone 
interested in making, selling or retailing shoes should 
register immediate protest against a duty to their 
Congressman or Senator. 


Effect on Sole Leather Industry 


Certain independent sole leather operators have re- 
cently said that they feared for the future of their 
business should this duty again become operative. 
These sole leather interests contend that packers, 
whose control of the sole leather business is steadily 
increasing, will have every facility for completely 
controlling the entire industry, given the advantage 
of this iniquitous duty. 

With such monopoly given absolute sway we may 
surely expect higher priced footwear at the time of 
all others in the history of this nation when the 


masses need lower-priced commodities. Here is 
something, the benefit of which could be traced only 
directly to the coffers of five gigantic corporations. 
A great industry and all consumers would be the 
victims. 








(Continued from page 36) 
As to the value of this color demonstration we quote 


again from the letter of A. H. Geuting, “seeing your 
excellent exhibition at the Philadelphia Style Show 
I do not hesitate to commend your energy, your en- 
terprise, and the high standard of your publication 
which is certainly doing a world of good in uplifting 
work among the retailers of the United States.” 


Color Art—More Shoes Sold 


So much has been said of late as to the safety of 
business in styles using black, brown and white and 
no other colors that it is refreshing to note that mer- 
chants are cognizant of the consequences. To be able 
to harmonize and to give greater pleasure in the pos- 
session of distinctive footwear is something the in- 
dustry should strive to achieve. Color lifts a trade 
from the cobbler’s bench to that of artisan in apparel 
service. There is both pleasure to the customer and 
profit to the merchant in the correct use of color. Let 
this chart be a guide to your more effective use of 
color in getting more shoes sold right. 
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Insurance Which You May Need 


August 6, 1921 


Fire, Compensation, Public Liability, Burglarly and Plate 
Glass Are Main Items on List—The Protection 
You Carry Also Has a Bearing On 
Your Credit Rating 


When a shoe dealer strives with all energy, sales- 
manship and opportunity to increase his profit and 
then through the means of some business interruption, 
such as fire or burglary, loses this financial gain, he 
can be said to be “gaining at the bunghole but losing 
at the spigot.” 

The shoe dealer anxious to make all the money 
legitimately possible should not only give attention 
to increasing his accounts but also to the guarding of 
all hazards whereby profits might be diminished. 


Depends Primarily on Income 


Just how much insurance a ‘shoe dealer should 
carry is, of course, a matter of calculation as to how 
much his income will warrant. Strictly speaking, the 
shoe dealer should carry as much insurance as con- 


sistently possible. For in addition to the protection | 


so acquired and the attendant service secured, there 
is a “credit value” to be considered. You will find 
that the insurance you carry has a bearing on the con- 
siderations given you by your banker and also by the 
houses from whom you expect credit. Every shoe 
dealer should consider fire insurance, compensation 
insurance, public liability insurance, burglary insur- 
ance and plate glass protection. 


Protection Against Profit Loss 


General liability insurance includes public liability 
protection. Under a policy of this kind the proprietor 
guards himself against loss of profits and resources 
which might have to be paid a customer through acci- 
dent happening to the customer in slipping, falling, 
or getting injured in any way while in the premises 
of the store. Inasmuch as lawsuits are started on 
the slightest provocation, the reason for having such 
protection is very apparent. 

Fire insurance on the stock and equipment carried 
is, of course, equally as essential provided you carry 
a stock which is inventoried at an investment which 
would represent a sum too uncomfortable to replace 
from surplus funds. As but few shoe dealers own 
their own buildings, the hazard of fire is ever present 
and the value of this type of insurance is readily 
seen. 


Advantage of Burglary Insurance 


The shoe dealer can also carry burglary insurance, 
for the average dealer finds it necessary to keep a 
certain amount of money in the office safe. With 
robberies and store thefts constantly on the increase, 
the worthwhileness of protection in this direction can 
easily be realized. The form of burglary insurance 
most popular with shoe dealers is a safe and mercan- 
tile policy which protects not only the contents of the 
safe but all damage to the safe itself and premises, 
which a thief might cause. Such a policy can also be 
written to cover not only all loss of money but also 





loss of uncancelled postage stamps and such merchan- 
dise as might be in the safe. The premiums for burg- 
lary insurance are not expensive although the min- 
imum premium for which such a policy will be 
written is $5.50. 

As most shoe dealers have a large plate glass win- 
dow or two, which is constantly exposed to the danger 
of storms, flying missiles, falling signs, crowds, explo- 
sions and building settlements, the good business of 
carrying protection against financial loss which might 
be caused by window breakage can easily be reasoned. 
Especially so at the present time when the price of 
plate glass is so high and so difficult to obtain. 


Other Forms of Coverage 


Insurance companies writing this form of insurance 
agree to indemnify the merchant at the market price 
of the plate glass. A clause in this form of insurance, 
which is worth while for the shoe dealer to remember 
is in the provision to the effect that all plates of one 
hundred feet square, in the event of breakage, may 
be replaced in two panes for which a discount of 25 
per cent on the premium is allowed. 

In addition there are other coverages which can be 
well recommended for the proprietor whose income 
will permit the carying of same. Among these are 
found fidelity bonds which you can have an insurance 
company write to protect you against theft on the 
part of any employees. 

Compensation or employers’ liability insurance is 
necessary to carry when five or more are employed. 
The premiums are determined by audits made once 
a year. 

The shoe dealer should of course, carry life insur- 
ance, also personal accident insurance. The value of 
personal accident insurance to the shoe dealer is 
demonstrated in the loss of income which might result 
should he be temporarily laid up by means of some 
mishap or sickness. 


“Civil Commotion and Riot” 


Still another form of insurance which some shoe 
dealers adopt either temporarily or permanently, is 
in the new coverage being written by insurance com- 
panies under the title of “Civil Commotion and Riot” 
insurance. This form of financial protection returns 
to the merchant all financial loss which he might 
suffer by means of a riot, the outcome of a strike or 
similar uprising. 

There is still another form of insurance which is 
now being written and at the present time attention 
can be drawn merely as a matter of information. It 
is in the form of credit insurance which protects a 
proprietor against all loss by reason of extending 
credit. You can, if interested, obtain full information 
regarding this form of insurance by writing to any 
broker or agent. 
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Nearly every business hazard today can be insured. 
Your own employees can be insured against loss by 
sickness or accident under the group plan, which also 
protects against loss of life. Inland and ocean marine 
forms of insurance to guard against loss of goods in 
transit, either by rail, truck or water are popular. 
Check forgery insurance is written by several insur- 
ance companies in the United States. This policy is 
accepted by many business men as the premiums are 
reasonable and the protection most valuable. 

Sprinkler leakage and water damage insurance to 
protect your stock and equipment from loss by dam- 
age from water is another form of insurance protec- 
tion that can be obtained. Parcels post insurance to 
cover shipments of shoes made by parcel post is a 
popular insurance protection among dealers. Like 
registered mail, this type of protection comes in 
“open form” policies. A book of coupons is given and 
when a package is to be insured, the coupon is filled 
out by the proprietor and the shipping number filled 
in by the postoffice. The original is sent to the insur- 
ance company and the duplicate maintained on file. 
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At the end of the month a bill is sent for the various 
packages insured according to the records submitted. 


Delivery Truck Insurance 


Automobile insurance is also recommended if you 
possess a delivery truck or wagon. Such vehicle 
should be covered for fire, theft, collision, liability 
and property damage insurance. Many companies, 
owing to bad experience are restricting the collision 
coverages to $50 and $100 deductable. By this it is 
meant the policyholder assumes the first $50 or $100 
in case of damage, the insurance company paying all 
over that amount. This form is much cheaper than 
full coverage and tends to produce more careful 
drivers as the policyholder is a co-insurer. 

The shoe dealer should look upon insurance not as 
a gamble but as a business proposition, the cost of 
which should be rightfully included in his expense of 
doing business. Insurance should not be looked upon 
as something to merely have handy in case of an acci- 
dent or unexpected business happening but rather as 
a protective service to be applied in minimizing the 
hazards of losing income, resources and profit. 








(Continued from page 39) 

experimented with a few of these; in fact, have had 
occasion to put some of them through the works, but 
nevertheless we are not very enthusiastic over this 
type of ornamentation—we feel it does not belong in 
the higher class footwear. 

With evening slippers, jeweled pendants attached 
to a strap pattern to fall over the instep creates a very 
effective showing. 


does the consumer expect him to show such styles as 
the shops in the larger cities are advertising. 








(Continued from page 43) 
those impressions are often very lasting. 

Those childish impressions are being moulded 
every day in your store. What impression of you and 
your store is the little queen of the household carry- 
ing away with her? 
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Keep Colors Alive 


To sum it all up, the buying of women’s 
style shoes is a very delicate undertaking, 
and calls for exceptionally cautious tactics. 
By watching very carefully the trend of allied 
industries and the tendencies of foreign 
styles the retailer will find quite some help 
in deciding upon his purchases, for from 
these channels we eventually plan our style 
adoptions. 

The women’s style industry has never been 
more prominent, and it is only because of the 
constant change in styles—new patterns 
bring new business. It is a known fact that 
the well dressed woman of to-day is always 
ready to consider something new and pretty 
in footwear, for she considers shoes a most 
essential part of her wardrobe. 

Therefore with the present inclination 
toward black shoes, we do not feel satisfied 
with this type of business. In fact we would 
not encourage it, for with black shoes come 
more 2ubstantial models, and then less vol- 
ume in business. Let us keep up this great 
volume that has brought the women’s indus- 
try so far to the front. Every retailer should 
look forward to a season of combination slip- 
pers, slippers of delicate tones to harmonize 
with fabrics predicted for fall. His stock 
should be kept in such condition that it will 
always be convenient for him to take on new 
adoptions that may arise. 

The retail merchant will find that just as 
he expects factory and wholesaler to keep 
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him posted and supplied with new styles, so 


An effective advertising introduction of whites 
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“How Is Business?’’ 


The Answer Is Usually Found at Home 


Recently two Indiana shoe travelers met. As they 
shook hands one said to the other, “Old man, glad 
to see you. How do you find business?” 

“How do I find business?” said the other, “I find 
it by going out and digging like Hell for it.” 

There is no gainsaying the fact that this country 
and the world at large are suffering from a business 
depression. A sort of morning after the night before. 
Nobody is quite sure of his ground nor can he see 
far into the future. Some communities and some 
cities have been hit much harder than others. Few 
communities have entirely escaped from the effect of 
the blow.that has hit the industries of the country. 

The hardest hit communities as a rule are those 
that are dependent entirely or to a great extent upon 
some one particular industry. Akron, Ohio, suffered 
terribly on account of the depression in the rubber 
business. 

Pittsburgh was hard hit because the steel industry 
was unable to produce up to their usual capacity. 
Butte, Montana, depends almost entirely upon copper 
production and copper has been one of the hardest hit 
of any of the mining industries. Germany in the past 
has been the greatest customer for copper that this 
country has had. Forty per cent of our entire pro- 
duction has normally gone to the German empire and 
Germany cannot now buy our copper. 

The coal mines of Ohio, Kentucky, West Virginia 
and Pennsylvania have been almost entirely shut down 
the greater part of this year because steel mills and 
other large manufacturing enterprises have not needed 
a normal quantity of coal. 

Detroit is largely dependent on the automobile 
industry and everybody knows of the solar plexus blow 
that has been dealt to the makers of both pleasure 
cars and trucks. 

The cotton producing sections of the south have 
been up against one of the most severe problems in 
their history because last year’s cotton crop cost many 
times more to produce than the market price at the 
time of picking. 

The great agricultural section of the Middle West 
suffered terrific losses because the decline of wheat, 
corn and live stock prices was so great that the 
farmers had to pocket enormous losses on their 
products. 

A Detroit shoe merchant made a survey of the 
situation when the automobile factories began to lay 








off help. He put every possible sales effort behind 
his business, he pepped up.-his advertising, got the ear 
of the Y. M. C. A. and the public school authorities 
and put over a special campaign on a corrective shoe 
which he was featuring. His business more than 
doubled and recently he opened a new store. 

Instances of this sort could be multiplied and dwelt 
upon without end and yet there are instances in every 
community and in every city where merchants have 
adopted the idea of the Indiana traveler and have 
gone out and dug like hell for business. The digging 
has not been in vain. Even in Butte, Montana, which 
is a one-enterprise city and that enterprise gone flat, 
there is at least one retail shoe house that did more 
business in the first half of 1921 than they did in the 
corresponding period of 1920. In Akron, Ohio, at 
least one shoe house duplicated this achievement. In 
an Ohio town which depends chiefly upon coal mining, 
one merchant at least sold more shoes and showed a 
larger gross business for the first six months of 1921 
than in any other period of his business history. 

So it goes in every community throughout the 
country, some live wire farseeing merchant has cap- 
italized the apathy of his fellow craftsmen; he has 
studied his local conditions and made a careful survey 
of his stock week by week. 

He didn’t quit buying, throw up his hands and say 
“What’s the use?” He bought small and often the 
new and wanted styles and used this merchandise as 
a magnet to draw people to his store. He sold the 
slow movers at what the public was willing to pay for 
them. With these methods, he has forged ahead. 

In the last analysis the buying public is the court 
of last resort. This court sets the price and it sets 
the pace; but like every other court it is influenced 
by the “intent” and by the “preponderance of the 
evidence” presented in the case. “Truth is mighty and 
will prevail.” In every instance cited where merchants 
have succeeded in the face of adverse conditions the 
reason is directly traceable to the fact that during 
the past years they have built character into their 
business, and have earned and held the confidence of 
the public, they have come to court with clean hands 
and convinced the judge that their claim was just. 
They delivered the goods. Here then is the answer 
to the query “How is business” and in every instance 
the answer can be found at home and in practically 
every line of merchandising. 
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Queen Quality Store Managers Play Ball 


As a climax to.a meeting of retail store managers of 


. the Thomas G. Plant Company, Mr. F. R. Maxwell 


entertained with a shore dinner and outing at his 
Duxbury Home. 

One of the interesting features of the outing was 
a ball game between the managers of stores in the 
western section and those of the eastern and southern 
sections. 

J. F. Fox, General Manager of the western section, 
was captain of the western team. The Fox contingent 
put it all over their eastern and southern rivals, the 
final score standing 10 to 6. J. L. Southwick, Gen- 
eral Manager of the eastern and southern sections 
was captain of the losing team. 

While some of the decisions were questioned by 
the individual players no protest was made because 
Mr. F. R. Maxwell, Sr., himself, umpired the game. 
The store managers are congratulating themselves 


that Mr. Maxwell will undoubtedly remain in the shoe 
manufacturing game and not assume the role of 
umpire on any big league circuit. The line-up of each 
team is given below: 


Western Eastern and Southern 
R. W. Ranny O. R. Thompson 
B. Sutfire J. L. Southwick 
E. H. Bickel F. Whitley 
L. F. McConnell A. Posey 
T. B. Meath N. Thompson 
J. A. Zahn T. England 
J. A. Minco J. Misner 
V. C. Wene K. Kerman 
B. Bauber A. Southwick 
J. F. Fox F. Stewart 

H. Walker 
H. Knoetel 


J. McLaughlin 








“ON TO COLORADO SPRINGS” 


Mountain States Merchants to Meet There 
September 26 and 27 


DENVER, Col., Aug. 1.—Definite arrangements for 
the fourth annual convention of the Mountain States 
Shoe Retailers’ Association, to be held at Colorado 
Springs, have been completed. 

The dates set for the meeting are Sept. 26 and 27. 
The time has been cut from three days, as in former 


years, to two days, and there will be something doing 
every minute. The directors have decided to dispense 
with the manufacturers’ booth displays and have a 
convention devoted to retail problems and round table 
discussions. Speakers of national reputation are al- 
ready on the list to address the members. The pro- 
gram committee is going to spring some real surprises 
—and the entertainment committee is “pussyfooting 
about” for something that will make everybody sit up 
and take notice. 








UNEMPLOYMENT DECREASING 


Foreigners Spending Money More 
Freely Than for Some Time 


One of the big developments here 
in recent weeks has been the increase 
in business in the districts in which 
reside people who speak foreign 
tongues. Business in the stores in 
these sections shortly after the first 
of the present year quieted down to 
a certain extent. It was then that the 
majority of these people were idle, 
but with the advent of warmer 
weather, and outdoor activities in- 
creasing, they have obtained employ- 
ment. 

Some have gone to the farms to 
work; others are filling tasks assigned 
to them along the railroad routes in 
the city and still others are in con- 
struction activities. True, they do 
not earn nearly the amount of money 
they did a year ago, but they are not 
drawing on savings accounts and they 
are putting hundreds of dollars into 
the cash drawers of retail shoe stores. 
The workers earn from $2.50 to $4.00 
a day now as compared to $7 and $10 
a year ago, but they are happy, be- 
cause they are not idle. 





Cleveland 


CITY CELEBRATES 


Merchants Take Part in Observing 
125th Birthday 


Cleveland retail shoe merchants did 
their share to make the opening cere- 
monies in connection with the celebra- 
tion of the city’s 125th birthday a 
great success. 

The event started off with a mam- 
moth parade, which was designed to 
show the progress made since the day 
a little party of explorers stepped 
from a small boat at the mouth of 
the Cuyahoga River and entered the 
wilderness. Shoe merchants not only 
contributed money to help defray 
the expenses of the week’s cele- 
bration, which started July 22, 
but they had many interesting 
exhibits in the parade. Exhibits of 
shoes worn in the earlier days, also 
in the days of the Civil War and in 
the present era attracted considerable 
favorable comments. 


Whites Help to Break Sales Records 

The volume of business has declined 
slightly in the last week—the third of 
July. As a whole, though, the month 
will show a record for the average 
merchant in Cleveland that will not 


suffer when compared to the average 
July. The white shoe still has the 
call. Strap effects are the most popu- 
lar and oxfords are always good 
sellers. Many children’s shoes in 
sport effects are being carried from 
the stores. The weather was “made 
to order” for sales of white shoes, and 
the merchants continue to have 
trouble as a rule in meeting all de- 
mands for white models. All sales 
records on this type of footwear have 
been broken. 


New Store to Carry Complete Line 

F. Marcus has arranged to open a 
new shoe store at 9917 St. Clair 
Avenue. He will carry a full line of 
shoes—men’s, women’s and children’s. 
Workmen are busy now altering the 
interior and putting furnishings in 
place. Mr. Marcus expects to have 
as handsome and commodious a shoe 
store as can be found in the city. 
In opening this store, Mr. Marcus is 
returning to the business in which he 
made his start in life. 


Anticipate Good Men’s Business 


Cleveland merchants are anticipat- 
ing very good business next fall in 
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men’s shoes. Members of the mascu- 
line sex have not been p sing at 
the rate the women ha nd the 
demand from men is expected to set 
in with the advent of the f; onths. 
In the high price smart Ss, mer- 
chants are figuring that patent leath- 
ers, gun metal and French calf will 
go well, with the brogue model to go 
well in the cheaper lines. Scotch 
grain in black or brown also is ex- 
pected to be one of the big sellers. 


Another leader, according to predic- 
tions heard here, will be a brown calf. 


Buying Carefully for Fall 


Merchants have been buying for fall 
for some time now, and reports are 
that they are purchasing carefully. 
Buyers are going almost weekly to 
large shoe markets. Frey, manager 
and buyer for the men’s shoe depart- 
ment of the Stone Shoe Co., went to 
New York City the week of July 25 
to August 1. He is one of several 
reported to have left the city simul- 
taneously. 


JULY BUSINESS SATISFACTORY 
Bargain Lots Cause Special Offerings 


July clearing sales in the downtown 
district were highly satisfactory dur- 
ing the second week. Merchants in 
the outlying districts also report good 
business in these days when prices 
have been cut in order to clear the 
shelves for fall stocks. Present in- 
dications are that July business this 
year will be the best in the history of 
the shoe trade. Managers of some of 
the larger stores report that business 
for the first two weeks of July com- 
pares favorably with the same period 


NEW STORE TO OPEN 


Wilsey Brothers Start Exclusive Shoe 
Shop 


On August 6 a new exclusive shoe 
store opened its doors to the public at 
703 Locust Street. The store is man- 
aged and owned by two brothers of 
great experience and ability in the 
shoe game. 

E. C. Wilsey has been connected 
with Younker Brothers’ shoe depart- 
ment for the past fifteen years, eleven 
years of which have been spent as 
buyer and department manager of the 
shoe business. He left Younker 
Brothers on August 1 to take joint 
charge with his brother. 

A. S. Wilsey has been in the shoe 
retailing business for the last sixteen 
years. He was first connected with 
The Kahler Shoe Company in the shoe 
department of MHarris-Emery’s De- 
partment Store. Later he became 
associated with the Slade Shoe Com- 
pany as its vice-president in which 
place he has remained for the last 
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during the war years of 1917-18, as 
well as July of last year. 

The picking up of bargain lots from 
jobbers and wholesalers, and in some 
instances from shoe manufacturers, 
has enabled the Cleveland merchants 
to offer some excellent price cuts. For 
weeks some of the large merchants 
have had scouts out in the East and 
West looking for odd lots, to be used 
in the July clearance sales. By throw- 
ing these shoes on the market with 
their regular stocks of low whites and 
low leather shoes and averaging a 
price a much better figure could be 
offered the public, the merchant mak- 
ing his bit also, which policy is re- 
sponsible for the low prices offered 
in the large stores. Half price sales 
are common and judging from the 
volume of business the prices on first 
class merchandise have certainly made 
a big appeal, which customers have 
not been able to resist. 

The big clearing sales, however, are 
not all confined to the downtown dis- 
trict. Charles Joseph, one of the old 
timers, with a store in East Fifty- 
fifth Street, reports that his June 
clearance sale this year broke al) 
records for number of pairs carried 
from his store. Joseph holds his clear- 
ing sale the last two weeks in June, 
two weeks earlier than other Cleve- 
land merchants, which policy he has 
followed for several years with good 
results. Every shoe in the store was 
included in the sale and Mr. Joseph 
reports a greater volume of business 
than in either 1919 or 1920. 


Heat Wave Continues 


Cleveland, like so many other cities, 
is suffering from one of the hottest 
summers in its history. For more 


Des Moines 


eight years. On June 1 he resigned 
to go into his own store. 

The new store will have two fronts, 
one facing Seventh Street and the 
other facing Locust Street. The interi- 
or has been decorated at much expense 
in French gray with blue trimming. 
The latest and most modern equip- 
ment has been installed. Special 
features have been planned for a big 
opening. The new store will carry a 
complete stock of Selby’s and J. & T. 
Cousins’ shoes. 


GOOD FALL TRADE EXPECTED 


Mail Orders Good—Crop Conditions 
Improving 


Salesmen traveling out of Des 
Moines say that this year has seen 
later buying of fall shoes than for sev- 
eral years past. The shelves of the 
merchants are practically empty due 
to their efforts to clean out the entire 
stock each season as prices have de- 
clined during the past several seasons. 


- The Iowa corn crop, after getting a 
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than six weeks the thermometer has 
registered daily around 90°. Crops 
are beginning to feel the effcc*t of the 
heat, as well as the lack of rainfall. 
Even the nightgare too uncomfortable | 
for sleeping and the beaches are 
crowded nightly with bathers seeking 
a few hours respite from the heat. 
These conditions have made this 
one of the best “white” seasons the 
city has known, as well as an usually 
long one. Last year the season was 
cool and short, consequently no one 
figured on so prolonged a season of 
extreme heat this season and many 
merchants have been caught with in- 
adequate stocks of white goods. 
Some have been fortunate enough to 
make good pick-ups but many are 
unable to supply the unusual demand. 


During the week ending July 16 the 
firm of Cort & Berkman, conducting 
retail stores on Cedar Avenue and on 
East Fifty-fifth Street, purchased the 
East 105th Street store of Max 
Simons. The new owners intend to 
make some improvements in the store 
and will carry a full line of men’s, 
women’s and children’s shoes. Mr. 
Simons will devote his entire time to 
the store which he operates in Supe- 
rior Avenue. 


Shoe Travelers Visit Factories 


Shoe manufacturers’ representa- 
tives stationed here are going to the 
home offices to get their new sample 
lines. * 

Burns Mack of the Hamilton-Brown 
Shoe Company was in St. Louis the 
second week of July inspecting sam- 
ples for the new season. 

Eugene Hawkins of Hannahson’s 
was in Haverhill, Massachusetts. 


much needed rain, promises to be a 
bumper crop, and the merchants are 
giving good orders to the salesmen. 

A very encouraging feature has 
been the manner in which the shoe 
merchants have mailed in their orders 
to the local branch offices of the shoe 
manufacturing concerns. Women’s 
oxfords for fall and winter wear have 
seen a greater sale this year than 
ever before. Strap effects in women’s 
shoes have sold well and salesmen 
report that there have been fewer 
high shoes for men placed in the new 
stocks though many Iowa men will 
always wear high shoes in the fall 
in place of oxfords. 


George F. Breck Attends Walk-Over 
Convention 


George F. Breck, proprietor of the 
local Walk-Over Shoe Shop, left this 
week on.a combination business and 
pleasure trip to be gone for nearly 
a month. Mr. Breck went directly 
from Des Moines to Brockton where 
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the International Walk-Over Retail- 
ers’ Association meeting was held 
July 18-21. He then visited Philadel- 
phia, New York and Washington. 


Younker Brothers Have New Manager 


Westford Shannon took charge of 
the shoe department of Younker Bros. 


WHOLESALE BUSINESS IMPROV- 
ING 


Last Ten Days Brings 
Activity 


The past ten days have brought an 
increased activity in the wholesale 
business. While the volume of orders 
for future delivery is not so large as 
last year there is a gradual gain 
which is encouraging. Business has 
been stimulated by the realization by 
merchants that the cautious “hand to 
mouth” attitude of buying during last 
year has left their stocks depleted and 
that in order to be assured of delivery 
for early fall selling it is necessary 
that orders be placed at least two 
months in advance. 

Manufacturers feel that merchants 
are realizing that prices are about as 
staple as they will be during this 
buying season and many of them are 
keeping the men on the road although 
usually at this season of the year the 
sales force is brought into the house. 

Several general line manufacturers 
have had such a healthy business in 
their particular lines that they are 
already sold up seventy-five per cent 
on: fall business. A manufacturer of 
men’s high grade shoes, who does 
most of his business east of the Mis- 
sissippi River, strange as it may 
seem, reports being sold up eighty 
per cent on fall business, and reports 
coming in from the road indicate that 
their factories will be running one 
hundred per cent in the near future. 

A strong preference is shown in the 
women’s lines for tan calf oxfords 
with low heels and welt soles. Some 
one- and two-strap buckle effects are 
being shown in the new fall lines, but 
oxfords predominate. Practically all 
the new fall oxfords carry the imita- 
tion ball strap in preference to the 
genuine, which proved so unsatisfac- 
toty to the wearer during the summer 
and spring. 

The popularity of patent leather 
with fancy underlays seems doubtful. 
Some manufacturers have placed a 
few patterns in their fall line, but 
with the exception of these few con- 
servative styles most manufacturers 
are not pushing it. Slippers with full 
Louis heels with white or gray stitch- 
ing and a few with white or red under- 
lay around the color and across the 
toe are some of the styles shown. 

‘Present indications are that the 
next six weeks will be a big buying 


Increased 
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this week as merchandising manager. 
Mr. Shannon will have charge of both 
the basement and second floor stores. 
He comes to Des Moines from Detroit, 
Michigan, where he had charge of the 
shoe department of Klinne Cloak and 
Suit Co., operated by the Hoskin Shoe 
Co. He takes the place of E. C. 
Wilsey. Mr. Shannon is an experi- 
enced shoe merchant, having been 


St. Louis 


season. Buyers are beginning to come 
in and the Fashion Show scheduled for 
the first three weeks in August is ex- 
pected to attract a large number of 
merchants. 


Death Claims Pioneer Shoe Manu- 
facturer 


Leslie Courtney, founder of the 
Courtney Shoe Company of St. Louis, 
died on July 18 at Sedalia, Mo., at the 
age of 61 years. The Courtney shoe 
business in St. Louis was founded 
about 1902 and Mr. Courtney continued 
in the manufacturing business until 
1909, at which time the business was 
bought by the Burrow, Jones & Dyer 
Shoe Company, later being absorbed 
by the McElroy-Sloan Shoe Company, 
a branch of the Craddock-Terry Com- 
pany of Lynchburg, Va. Mr. Court- 
ney had lived in Sedalia since retiring 
from active business. He was a prom- 
inent figure in the manufacturing en- 
terprises during his business activity 
in St. Louis, well. known through this 
territory. He leaves three brothers 
and three sisters. Two of the brothers, 
E. H. Courtney and Hugh Courtney, 
conduct one of Sedalia’s finest shoe 
stores, considered the best in that sec- 
tion of the country. Burial was in 
Sedalia on July 20. 


The United States Rubber Company 
reports their “Ked” business still ac- 
tive, and while orders are not as large 
as last year in volume, they show an 
increase in numbers. Mr. Melton, 
sales manager of the St. Louis branch, 
stated that the twenty salesmen now 
on the road will be brought in for the 
market season commencing Aug. 1, 
leaving again for their territories on 
Sept. 1. One of the biggest market 
seasons in a good many years is indi- 
cated by reports from salesmen. Felt 
footwear business, Mr. Melton says, 
is exceedingly good and fall and win- 
ter orders all that can be expected 
under existing conditions. 


Retail Business Up to Average 

A slight increase in sales is reported 
by the retail stores. More customers 
are being waited on than in the last 
five or six weeks. 

The cool breeze which has tempered 
the torrid weather experienced here 
the last few weeks has increased retail 
shopping in all lines. Especially has 
the afternoon shopping, which was 
most affected, increased with the pre- 
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buyer for the Klinne Co. for the last 
five years. 


Returns from Style Show 
Robert Sturgeon, manager of the 
Elwell-Field Shoe Co., ‘has returned 
from New York. While in the East 
he visited several of the large shoe 
buying centers after attending the 
Brooklyn and Rochester Style Shows. 


vailing lower temperature. Most mer- 
chants feel that they are getting all 
the business that could be expected. 

The manager of the shoe department 
in one of the largest retail stores here 
stated, in discussing this year’s busi- 
ness compared with last, that in the 
matter of dollars and cents and also in 
pairs they had exceeded last year’s 
record. Sales have not been so easily 
made, but with a little more persist- 
ency and better salesmanship they 
have been able to establish this record. 

White footwear still leads in the 
clean-up sales and merchants are be- 
ginning to miss sales due to lack of 
the proper sizes and styles. White 
canvas with black and tan trimmings 
seems to be what is left of the white 
stocks, and every effort is being made 
to clean up on this style. It is almost 
impossible to buy plain white oxfords 
with military heels in one- or two- 
strap effects. Dealers are going to 
find their stocks of white wear cleaned 
up, despite the fact that larger stocks 
were carried than in any previous 
season. 


Customers Asking for Fall Styes 


Calls are beginning to come in for 
new fall patterns and the oxford is 
again milady’s choice. Calf oxfords 
with military heels and slightly 
rounded toes are meeting with appro- 
val. Imitation wing tips and imita- 
tion ball and saddle straps with per- 
forations around the collar seem to be 
much in favor. Satin slippers with 
beaded effects across the strap and a 
very delicate suggestion of beads on 
the throat of the vamp are being shown 
for dress. Patent leather still re- 
mains the mysterious stranger and up 
to the present time there has been 
little demand for it. Some stores are 
carrying a few pairs in their show 
cases, but not many are being carried 
on the shelves. 


Harry Vinsonhaler of the Vinson- 
haler Shoe Company has been to Bos- 
ton and other Eastern markets to re- 
view the style situation and make pur- 
chases of fall footwear. While there 
he attended the Boston and New York 
style shows. Four new men have been 
added to the selling force in anticipa- 
tion of a good fall business. E. F. 
McCabe, formerly with A. J. Bates 
Company, has been assigned the terri- 
tory of Nebraska, Iowa, Kansas. and 

(Continued on page 72) 
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Have You Seen Our 


NEW BROWN BOARDED 


The companion shade to our cherry, 
which is so popular and satisfactory. 


We are leading in new lines. Are you? 


C. D. KEPNER LEATHER CO. 


139 South St., Boston, Mass. 223 W. Lake St., Chicago, IIL. 




















QUICK WHITE — The 
finest fluid dressing for 
canvas shoes. Very 
large seller. 


TOP NOTCH — Unex- 
celled dressing for white 
kid, calf, Nubuck and 


suede leather footwear. 


ALBO—The old reli- 
able paste dressing for 
white footwear. In the 
ever ready box. 


WHITE BAG POW- 
DER—A favorite with 
those who want results 
at a touch. 


NOW is the time when 
the above specialty shoe 
dressings can be made 
to plump profits. 


SEE your jobber or 
write’ WHITTEMORE 
address on box illus- 
trated. 


Ask your jobber, sutesman or write for complete catdlegne- 
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Exemplification of Style 


HE significant and outstanding style feature in both the 
Brooklyn and Boston Style Shows was the three-strap, cen- 
ter buckle oxford with military heel. 


This unquestionably big seller during the coming months has a 
true exemplification in the Watson TODDLE shown below. 
Note the detail of last and pattern—the round full toe, the perfo- 
ration design on tip. 


Those who Keep in Touch with Watson Keep in Step with Fashion. 
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Your Share What Is It? 


More comfortable for home wear than a shoe— 

neat, durable and marked at a figure where the 

value represented overshadows the price asked— 

is it any wonder these Wobst Comfort Slippers 

are returning handsome profits to retailers who 

have discovered how fast they sell? 

But your share of this business—what is it? Couldn’t you No. 600 


profit by displaying these numbers? They don’t conflict 
with the dress shoe business, either—in fact, Wobst dealers Genuine Glazed Vici Kid Comfort Slippers with leather 
find that by selling dress shoes for street wear and Com- Insoles and Rubber Heels $1.85 Net 


fort Slippers for the home they can make two sales where 
only one was made before. No. 601—Same as No. 600 except with two 


Send Today for Sample Dozen straps 
.No. 602 
Genuine Glazed Vici Kid Oxford with Leather Insoles 
and Rubber Heels 


In Stock Always 


WOBST SHOE CO. 


411 Vliet Street Milwaukee, Wis. 








No. 602 
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‘SUEDE POWDER | 


CLEANS & RECOLORS 
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GRIFFIN mFS co - 


UUUUAUAAULS HAUL NADEAU SHALE 











Griffin ienee Gioeee 

In white, lack, ight tan, 

a og yg ae ye Havana brown, dark brown, light 
fect white cleaner that gives a &Tay and dark gray. Cleans, 
kid glove finish. softens and polishes all kid 
leather, Contains no injurious 

Small Size, $18.00 Gross. acids. It is to the leather what 

$1.55 Dos. cold cream is to the skin. 








TPT eer ect 





Griffin Suede Powder 
Large Size, $21.60 Gross. 3 oz. Size, $21.60 Gross. 
$1.90 Doz, $2.00 Doz. Griffiin_,Peuerwhite 


Cleaner 


pw A be  B4 —\ : = yo by shoes except kid. 

e e. ’ 3 Fy thorough cleaner, not a white- 

fawn, field mouse, ay fawn, 3 * 7 

champagne, ivory, light, medium, | The Right Shoe Dressings nag Pi 

dark and gray a. light fike’ 2 f S +, can orks . 

seal and nigger rown, t : 

medium and dark gray, black. : or Summer 
$20.20 Gross, $1.85 Doz. = 


There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Ine. 
67-69 MURRAY STREET. NEW YORK, U. S. A. 


HNUUIUUUUGUNEEUATaLvUvren resect 


In the pad bottom tin. Cleans 
and restores color and surface in- 


USDUMU ANUS ANLALANY 





OT Ty 


5 of. Size, Neck Box—$21.60 
Gross, $1.90 Doz, 
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ARMORTRED 


Why 1s tthat- many high grade men's shops 


specify our heels in preference 
to othersthat have been broadly 
advertised to the public? 


Principally, they tell us, be- 
cause their customers like the 
design of ARMORTREDS, 
and their fine appearance on 
the shoes. . 


Their looks are no better 
than their quality. 


Quabaug Rubber Co., North Brookfield, Mass. 
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STEP 
LIVELY 


my 


t call on this Swell, Summerish 


One Strap. Present stock on hand 
is being reduced and no more will 


be 


made this season. We need 


floor space for fall stock styles. 
This is one more chance for the 
dealer who has not yet offered this 
handsome shoe to his trade. 


White Eiderbuck Pep Strap 
with “Polar Kloth” top. 
AAA 5-8 
AA 4-8 
A 3%-8 
B and C 3-7 
High and Low Heel 


$5500 


IMMEDIATE 
DELIVERY 


This shoe is made up to “Goodrich” quality 
standards and represents one of the neatest 
white shoe styles ever brought out. A pur- 
chase is an investment that will plump 


profits. 





BU 


Y A WINNER 


AND HURRY TO GET IT 





Hazen B. Goodrich & Co. 


Haverhill 


ws 


70 Washington Street 


Mass. 
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JOBS 


see or write 


ELIOTT SHOE CO. 


Morris Eliott 


214 LINCOLN ST. 
BOSTON, MASS. 








THE ADVANTAGES OF 


2) 


P erfection © 








C irclettes 


(2) 


With the Sharp Shoulder and Broad Wearing 
Surface 


They do protect 


They do stop uneven wear 
They do prevent runover heel 





They don’t scratch floors 
They don’t wear slippery 
They don’t drop out 


PUT "EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F e W. Whitcher 





Boston 
eg Chicago 
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“The E & M Shoe of Quality” 








The Monte Carlo 


A patent 3-buckle sandal. 
Carries 14/8 Junior Louis Heel on our new, modified French last. 


MARK 


Emery & Marshall Co. 


Haverhill, Mass. 


SEEEEE4EEEEEE E4666 EEEE EEE EEE EEE E6-4-666-66466-46666444-4-444-46-444-44-44444-44-444444-4-4+ 


CHARLES L. MARKS WARREN H. TUCKER 


i In New England 
ae ely A omg J. B. LAUGHLIN Office at 183 Essex St, Boston 


New York Throughout the Middle West LARRIE H. SASS 
* 1008 Marbridge Building On the Pacific Coast 
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One of Our Latest Novelties 
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MUTI LINING 
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“One for All, All for One” 


This trite but true epigram applies with relentless 
force to 4,000,000 Union workers who buy merchan- 
dise stamped with the label which represents them in 
the industrial field—the Union Label. 


Retailers who take into consideration all sales-factors cannot afford 
to overlook the label affixed by the Boot and Shoe Workers’ Union. 


It means the difference between a sale or a prospect lost. 


Union workmen and women look for the Union Label. Don't let 
them be disappointed in the footwear you sell. 


Boot and Shoe Workers’ Union 


Affiliated With the American Federation of Labor 
246 SUMMER STREET, BOSTON, MASS. 


COLLIS LOVELY, Gen’l President CHAS. L. BAINE, Gen’! Sec’y-Treas. 


enor & SHOR 
WORKERS UNION 
union FsraMe 
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VAUGHANS IVORY 
THE SOLE THAT HAS MADE 
WHITE SHOES STAPLE 


MADE BY 
GEORGE C.VAUGHAN 
Tanneries at 
PEABOD 

MASS. 


Costs no more than othr good sole leather 


GPP ES SG NT Se RN ips Oe eS MN MRI ESL MNO HRI eee Hees 


¥\3JAUGHAN’S IVORY SOLES 

(se) are indispensable for white foot- 

wear—for either street, dress or 

\7 sport wear—for men, women or 
children. 


With the summer half over we see how 
reliable is the performanceof Vaughan’s 
Ivory. It does not crack nor peel; it 
needs neither paint nor spray to whiten ; 
it is white clear through. 


Year by year VAUGHAN'S IVORY 


grows in popularity for it adds that 
finishing touch to white footwear and 


Costs no more than other good sole leather 


ESE EE Se HS ERI HOA HORI HOI OSI OS HOR SIOE MORIN oS TORS, 


GEORGE C. VAUGHAN 


| TANNERIES AT 
PEABODY, MASSACHUSETTS 
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The Customer Is Satisfied 


The public demand is for all leather shoes. 
War time substitutes no longer attract. 
Secure the confidence of your trade by 
the character of your goods. 


When you say that the shoes you sell con- 
tain soles made of “U. S. LEATHER” 
you at once establish the high quality of 
your merchandise. 
We are the world’s largest producers of 
sole leather. 

Our tannages have been famous for 
generations. 


The United States Leather Company 





The United States Leather Company of Massachusetts 





NEW YORK PHILADELPHIA CINCINNATI CHICAGO 
ST. LOUIS SAN FRANCISCO LIVERPOOL 
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STOCK STYLES 
BROGUES—DRESS OXFORDS 


Deliveries Right Now 


Stock No. 580—Brogue Last. Gallun's 26 Brogue Ox- Stock No. 587—Brogue Last. Gallun’s 4 Norwegian 
ford. AA, 7 to 11; A and B, 6 to 11; Cand D, 5 yal’ Brogue Oxford. Rawhide Slip Sole. Price...... $7.00 


Stock No. 693—Brown Cordovan Qitent.. sa 
-_ Sole. Sizes and Widths: AA, 7. to 
911; C.D, 5 to 14. Price. ....cccccccccccces A 72s 


Dalton Shoes Dalton Style 
Will Expand and Quality 


Your Business Please. 


No. 372—Patent C. S. Oxford. 3 Bevel Edge. —— 
Sole. Fenway Last. Sizes and Widths: AA, 6% to 
1AB 611; D. 5 to lt. Perice.......- $6.00 


No. 467—lIvory Calf C. S. Oxford, Imt. Turn. Fenway 
Last. Sizes and Width: AA, 6% to I1; A, B, 6 to 
TS & 8 rr a, Ser ee $6.00 


THE DALTON COMPANY, Inc. 
’s Fine Shoes | 
BROCKTON, MASSACHUSETTS 
BOSTON : 183. Essex Street. NEW YORE ifs Marbridge ery CHICAGO: Room 2%, Security Bldg. 
* Uti ibe hi uxt T™! ‘ \ we 
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CONSTANT COMFORT 


AMERICA’S 
BEST COMFORT SHOE. 


ILL 


IU 





NU 


IAAI 





The Kind of Shoes Which Make 
the Kind of Business That Pays 


CONSTANT COMFORT Shoes feature conservative, easy fitting styles—lasts that com- 
bine neat appearance with extreme comfort—material that gives long and very satisfac- 


tory service. 
There is a large demand for shoes of this kind among people who remain steadfast cus- 
tomers. Are you getting your share of this profitable business? 


Send for catalog, samples and prices. 


As evidence of the constantly and rapidly increasing demand for Constant 
Comfort Shoes, a new factory has just been opened, doubling our produc- 
tion. It is operating at full capacity and enables us to resume our usual 


prompt service. 
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No. 2—Black Kid Polish, 9/8 Rubber 
Heel. 


No. 20—Same shoe as No. 2, with 
plain toe, 
Both In Stock C, D, E. 


No, 26—High Grade Black Kid Polish, 
12/8 Cat’s Paw Rubber Heel. In 
Cc BD. 
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Price, $3.50 


No. 200—Same style as No. 2, lower 
grade. 
No, 201—Same style as No. 20, lower 
grade. 
Both In Stock D, E, EE. 

Price, $3.00 


No. 25—Black Kid Polish, 12/8 Rub- 
ber Heel. 

Price, $4.00 
No. 33—Same style as No, 25, lower 
grade. 

Price, $3.50 
Both In Stock B, C, D, E, 
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Stock A, B ) 
Price, $4.50 
AM. NE UU 





AUBURN 





Manufacturers 


LOS ANGELES OFFICE: 109 E. STH STREET 
BOSTON OFFICE: 139 LINCOLN STREET 


Ault-Williamson Shoe Co. 


MAINE 
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Prospects Good for Fall Business 


Eastern Factories Fairly Busy—Merchants in East and 
South Ridding Their Shelves of Summer Footwear, 
Buying Staples and Watching Styles 


Prospects for a good volume busi- 
ness during the fall and winter are 
looming large in the eastern and 
southern sections of the United States. 
In all branches of the trade—manu- 
facturing, wholesaling and retailing— 
is found a spirit of optimism born 
not of a hope but of the knowledge 
that retail shelves are being cleared 
rapidly of their surplus stocks and 
that the consuming public will buy, 
not so freely, perhaps, as it has in 
the past, but in volume sufficient to 
insure a profit. 


Factories Fairly Busy 


Making all due allowance for the 
ever-present exceptions, the general 
statement may be made that shoe fac- 
tories are fairly busy. This is par- 
ticularly true of the style houses of 
Brooklyn in which production is 
booked for a matter of from four to 
six weeks in advance. New England 
factories which cater to the wholesale 
trade find their customers more will- 
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those who sell direct to the retail 
trade are dangling style bait before 
the eyes of the buyers with, in many 
cases, excellent results. 

So far as the retail trade is con- 
cerned, the present is an off season, 
devoted largely to clearance sales of 
summer footwear. They are buying 
staples, watching the style situation 
closely and ridding their shelves of 
every pair which they do not want to 
carry over. Prices have been cut 
more in some sections of the country 
than in others and the response of 
the public has varied according to 
the temperaments and financial ability 
of the people living in those sections. 
Nevertheless, buying at retail is be- 
ing done and goods are moving. 


Men Still Lured by Price 


It is interesting to note in this con- 
nection, that men apparently still al- 
low price to be the motivating in- 
fluence but that, given a price which 
suits them, they become generous 
patrons. This was demonstrated re- 








CLEARANCE SALES STILL RULE 


Men Patronize Them Freely, Buying 
Extra Pairs in Many Cases 


General conditions in the New York 
shoe retail field were little changed as 
July passed into its last week. Clear- 
ance sales continued as the order of 
the day, many of the sales announced 
early in the month being continued and 
featured by still lower prices and re- 
newed publicity in the advertising col- 
umns of the newspapers. Reduction 
sales in men’s shoes came out more 
strongly than before and some excep- 
tionally good bargains were offered 
the public. 

Two of these sales brought out a 
host of male shoppers who evidently 
had been delaying their purchasing in 
the hope of some such windfall. The 
sale of a rather small stock of high 
shoes and oxfords staged by the 
Rogers Peet Warren Street and Thir- 
teenth Street stores was exceptionally 
well attended. A low price of $7.50 
was put on the shoes, many of which 
had been selling from $11.50 to $13.50 
throughout the season. Cordovans 
formed a large part of the sale stock, 
and, despite the general dullness in 
cordovans at present, were quickly 
snapped up by the bargain hunters, 


New York | 


many of whom were on hand before 
the store doors opened on the first 
morning of the sale. Sales of two 
pairs to a customer were frequent and 
several thrifty shoppers laid in a sup- 
ply for a year or more by purchasing 
three or four pairs. 


Public Buying for the Future 


Franklin Simon & Co. reduced Ban- 
nister and Franklin oxfords to $7.50 
a pair and brought out a big crowd of 
shoppers. Buying for future needs 
was evident at this sale, many of the 
customers taking more than a single 
pair. 

The same attitude was evidenced at 
the close-out of Walker shoes at the 
Stetson Fulton Street shop. One cus- 
tomer bought four pairs of these shoes 
at $5.85, at the same time advancing 
the opinion that he believed fall prices 
would be higher. 

Some of the higher gradé men’s 
shops will start the fall season with 
prices fully as high if not higher than 
those that prevailed when spring shoes 
were first offered to the public this 
year. From some of the shoes now 
being received in stock it is apparent 
that plenty of footwear around the 
$14 mark will be offered. 


cently in some of the high class men’s 
stores in New York City where rather 
drastic price cuts induced men to 
buy two and even three or four pairs 
at a time. 

Southern merchants have good rea- 
son for feeling optimistic for, despite 
the difficulties under which they la- 
bored this year, the end of the, first 
half of the year shows a volume in 
pairs exceeding that of the same 
period last year. Add to this fea- 
ture excellent crop prospects and 
good collections and you will see the 
basis on which they build their hopes. 

High style manufacturers of the 
country believe that straps will be 
the best selling models for early fall. 
In welt shoes, according to one Brook- 
lyn man, they will split even with ox- 
fords, but in shoes of the turn variety, 
fully 90 per cent will be strap effects 
of one kind or another. Black as a 
color is coming along strongly with 
patent leather in the lead. Graimed 
leathers of different kinds also will be 
good in oxfords. 


Will Increase Sales by Increasing 
Quality 


One of the leading women’s shoe 
merchants, however, insists that fall 
prices will be slightly lower than those 
for spring. Instead of lowering his 
prices he will improve his quality, he 
states, having come to the conclusion 
that women are willing to buy better 
qualities than they were a few years 
ago. His bottom price will be $8. 


Large Sizes in Demand 


Apparently there has been an epi- 
demic of big feet in New York. Sev- 
eral selling representatives of men’s 
shoe manufacturers assert that they 
have received rush orders for size 9 
and up to 12 from merchants in this 
vicinity, who evidently, in their de- 
sire to minimize their reserve stock, 
ordered no large sizes, or at most only 
a few of them. One Newark, N. J., 
dealer telephoned a manufacturer’s 
office here last week asking him to 
send over at once anything in stock 
above size 9 that was salable. The 
immediate shortage of large sizes, 
however, has not influenced the mer- 
chants to place orders for them for 
fall, the salesmen say. 











Where to Buy 


Women’s Shoes 




















THE WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 


tos 


In Stock Specialists of 
Women’s Shoes, Party 
Slippers and Novelties. 


Write for Catalogue 





Fine Chevrita Kid Hand 


Bench Sewed $1.60. 
Same in Ssleses’ “11% to ~ ot 4 re 10 days. 
SALEM SHOE CO., Salem, New Hampshire 








[RAOUDOIRS AND BALLETS IN STOCK 








COLLINS & STAPLES 
Makers of 








BLEECKER STYLES 
Are the last word in footwear 
for — women 








Fine kid Boudoir 

slippers for imme- 

diate delivery, made of best material obtain- 
able in Black, Red, Pink, Blue and Tan. 
Order sizes or case lots. Prices, Black $1.30, 
colors $1.50. Terms 5% 10 days, net 30. 
SILVER SHOE CO., Haverhill, Mass. 
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Imported Satin Brocadevand Metal Cloth. 


oR Ss LIPPERS ° 





$220 per pairandup 
NNEW YORK q 


west MGUSTIN © 











INFORMATION £2. 


constitutes a: 


“Where to Buy” 
source of knowledge so that he who : 


runs through these pages may ad : 


—and learn. 
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AN ADVERTISEMENT CORRECTED 


In a recent advertisement of the 
Centurian Shoe Co. of 28 Rodney 
Street, Brooklyn, whose business is 
the conversion of unsalable footwear 
into present high style shoes by proc- 


Schindler Shoe Co. Moves 


The Schindler Shoe Co., formerly 
at 99 Duane Street, New York City, 
has now moved to larger quarters at 
148 Duane Street, formerly occupied 
by the Bleecker Shoe Co. Louis B. 
Schindler, president and owner of this 


LOUIS B. SCHINDLER 
President of the Schindler Shoe Co. 


company, organized the Schindler 
Shoe Co. in 1913 and as founder of 
the company has shown the way for 
all the members of the organization 
as to the possibilities of increasing 
business. He has planned to add to 
his present line of men’s, ladies’, 
gents’ and little gents’ shoes a line 
of shoes for misses and children, to- 


ess of remodeling, two illustrations 
were shown. One was of a white top 
button boot, patent leather vamp, 
which was remodeled to produce the 
instep strap shoe also shown in the 
advertisement. The advertisement 
neglected to state clearly that the two 
cuts represented, not different shoes, 
but the same shoe—one before it had 
undergone the remodeling process, and 
the other after the shoe had been re- 
made. Here are shown the two shoes- 
—the boot and the strap model into 
which it was converted. 


gether with a line of high sii rub- 
bers. The entire sales force as here- 
tofore will be in charge of his brother, 
Joseph Schindler. 


Stetson to Have Store in Astor 


The Stetson Shoe Co. has taken a 
lease on one of the new stores in the 
Hotel Astor. The entire Broadway 
front of this hotel is being remodeled 
into small shops. Men’s and women’s 
furnishing goods and apparel will go 
into several of the stores, but it is be- 
lieved that Stetson will be the only 
shoe concern represented. 


Another Regal Store to Open 


The Regal Shoe Co. will add an- 
other store to its large chain here, 
when the building at 320 Broadway, 
two doors from Park Place and within 
a stone’s throw of the Woolworth 
Building, is completed. The Regal 
stores lately have been featuring $9.50 
as the top price for their shoes. 


Labor Trouble in Retail Circles 


Some trouble with union shoe clerks 
is being experienced in Brooklyn re- 
tail circles. M. J. Pass, 605 Sutter 
Avenue, recently applied for an injunc- 
tion to restrain the Retail Shoe Sales- 
men’s Union from picketing his store. 
He asserted when two of his employees 
failed to heed a strike call on June 23, 
pickets were established and that since 
then 38 pickets in front of his store 
have been telling passers-by that he 
is unfair to union labor. One of his 
clerks, he claimed, was expelled from 
the union for failing to heed the strike 
call. 
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A Correction 


Bleecker Shoe Co. Now at 138-40 
Duane Street 


In the July 23 issue of the Boor 
AND SHOE RECORDER, under the head- 
ing “New Headquarters Bleecker Shoe 
Co. at 148 Duane Street,” appeared an 
account of the removal of this well- 
known firm from its present quarters, 
which are not at 148 Duane Street 
but 138-40 Duane Street. The body of 
the article contained this information, 
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but the heading, unfortunately, was 
incorrect. 


New Concern in Felt Field 


Arthur and Abe Sachs have discon- 
tinued their services with the E. Z. 
Walk Manufacturing Co. and have 
started in business themselves, under 
the trade name of Sachs Bros. Felt 
Shoe Co., 508-510 Broome Street, New 
York City, taking over a running plant. 
This concern will make a full line of 
felt and satin novelty slippers. 


Rochester 


DOLLAR DAY A SUCCESS 
Volume of Sales Higher Than Record 
Made Last Year 


That the buying power of the 
Rochester public still is strong was 
demonstrated on Thursday, July 21, 
designated as Dollar Day. Merchants 
in all lines of trade on that day offered 
bargains that made the dollar loom up 
in its pre-war size, and the public 
responded so enthusiastically that the 
aisles of all the downtown stores were 
congested from the time of opening 
to the time of closing. One prominent 
merchant said that the volume of 
sales surpassed the Dollar Day held 
last winter, a remarkable feat in view 
of the numerous summer sales being 
conducted here. 

Shoe merchants took a prominent 
part in Dollar Day, and there were 
many offerings of dollar shoes. Wil- 
liam Pidgeon, Jr., began his midsum- 
mer sale on that day, selling his entire 
line of women’s low shoes for $4.85, 
$5.85 and $6.85, and in addition, he 
offered women’s tan and black oxfords 
and pumps for one dollar a pair. 
White linen pumps, women’s lace 
shoes, gray and brown suede pumps, 
children’s barefoot sandals’ and 
misses’ and children’s lace shoes also 
were offered for sale, some for a dol- 
lar a pair and others for a dollar a 
shoe. 

Phelans allowed every purchaser 
one dollar off on any purchase of 
shoes, pumps or oxfords. Nothing in 
the store was reserved from the dollar 
reduction except some broken size lots 
which were offered at $3 a pair or 
two pairs for $5. The prices at 
Myers’ shoe store ranged from $1 to 
$3.95 a pair. 

William P. Barrows, of the McFar- 
lin Clothing Company, is chairman of 
the Retail Merchants Council of the 
Chamber of Commerce, which had 
charge of Dollar Day. 


Clearance Sale of Strap Pumps 


William Eastwood & Son Company 
this week conducted a clearance sale 
of strap pumps for street and dress. 
The assortment included styles in tan 
calfskin and in black and brown ooze 
calfskin, all lots broken in size, and 
the sale price was $6.85. White 
pumps and oxfords later were placed 
on sale at the same price. 


Attended Walk-Over Convention 


H. J. Van Arsdale, manager of the 
Walk-Over Shoe Store on Main Street 
East, attended the annual Walk-Over 
convention being held at Brockton, 
Mass., the week beginning July 18. 


A Well Educated Man 


One of the visitors at the Rochester 
Shoe Style Show held here recently 
was Carl G. Krug, of M. A. Krug & 
Son, shoe merchants of 1624 
Peach Street, Erie, Pa. Mr. Krug 
told shoe men that he had read the 
Boot & SHOE RECORDER since the first 
issue. 


Rubber Company Has _ Excellent 
Display 

Foster Rubber Company, of Boston, 
Mass., was well represented at the 
Rochester Shoe Style Show with a 
fine display of Foster and Catspaw 
rubber heels and fiber soles. The 
large black cats in black and gold 
were displayed in every room on the 
fifth and sixth floors of the Powers 
Hotel where the exhibit was held. 
F. D. T. Boulé, New York representa- 
tive, reported a very successful week 
with the Rochester shoe manufac- 
turers and found Catspaw rubber 
heels being displayed in a great many 
of the Rochester-made lines of wom- 
en’s fine welt street shoes. 


Providence 


WHITES STILL SELLING 
Heat Wave Adds Stimulus—Various 
Sales Held 

The heat wave of the past week has 


resulted in a material increase in the 
demand for white footwear for both 


men and women, with the feminine 
sex being the heaviest purchasers. 
About 50 percent of this demand has 
been for low pumps and oxfords of 
plain white. Strap effects are exceed- 
ingly popular, as are shoes of canvas 
which are big sellers. 


Where toBuy 


Women’s Shoes 











WOMEN’S McKAY 
Slippers and Boots 
of Character 


HARRISON-LOCKWOOD CO. 
eneny Terai. Bios. Mass. 














Lower Priced 
than the Best, 
Better Quality 
than the Rest ! 
end for (>t log 


MAID-RITE FEL’ 
163-169 ae oe Oo e: 














E. A. & M. C. Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 
Hvar Kane. 


Boston 
267 Essex St. Reom2i1 








FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 





for the wholesale trade 








Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts. 

Inquiries Promptly An- 
swered, 
is] 1 RnR it. 
Felstiner-O’Connell 
Shoe Co., Ine. 
41 Washington St. 
Haverhill, Mass. 
Roston Office, 207 Essex St., Room 205 














Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass, 


Boston Offi ca ae 
207 Eesex Street oe a 
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Where to Buy 


Boys’ Shoes 





A ‘‘Standard’’ Shoe for Boyr 
full double soles, high grade “a 
—— 

leather 


pper—Elk grain 
ou will weer like iron. Will 
not rip—three 























Where -" Buy 


Women’s Shoes 

















Howard & Foster Co. 
Men’s and Women’s Welts 


Address all Communications to the 
factory at 


Brockton, Mass. 








paneding Shoe Co., Inc.am, 


Makers ¢, pave Turn Shoes Specializing 
im High Grade Novelties 


NEW YORK BOSTON 

D. F, Mellen * 189 Lincoln 8t. 
Bernard L. Durgin 

Factory 


Lemme Haverhill, Mass. queen! 





WOMEN’S FINE TURNS and NOVELTIES 


We are now situated in our big, new factory, and 
production is “‘hitting on high.”” The high-qual- 
ity standard will be better maintained than ever 


bef 
“*: TESSIER & BOWDOIN 
172 Washington St., Haverhill, Mass. 














Where toBuy 


Shoes at Auction 














HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 

















Where to Buy 


Shoe Illustration 


ASHE nm LUSTRATIONS 
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During the past week there have 
been sales of various kinds in prac- 
tically all of the stores. Department 
stores generally reduced prices of 
their women’s shoes and other shoe 
merchants cut men’s shoe prices. 


Shoe Repair Business Good 

An inspection of shoe repair shops 
here shows that these places are doing 
a greater volume of business than 
ever before. During the past year 
several new ones have sprung up, and 
they are now rushed with repair work, 
due, no doubt, to the large number 
of unemployed who are carrying their 
last year’s shoes to the shops to have 
them mended for another period of 
service. 


R.LS.R.D. Outing 

The R.I.S.R.D. Association Outing 
was held Wednesday, July 27, at the 
Warwick Club on the east shore of 
Narragansett Bay. The party 
left at 12.00 o’clock sharp from in 
front of Thos. F. Pierce’s Shoe Em- 
porium, corner Dorance and Weybos- 
set streets, via auto. Roy Whitmore 
was chairman of the committee, with 
Fred S. Fenner and J. A. Thomas. 
One of the best times in the history 
of the association was pulled off. 


A Shoe Repairing Challenge 

The Greater New York Shoe Re- 
pairing Company, 356 Elmwood Ave- 
nue, in an advertisement in the local 
Bulletin of July 19, challenges any 
shoe repairer in Providence to dupli- 
cate its leather and workmanship on 
men’s soles and rubber heels work, 
at $1.25. 


Hugh Chapman Dead 

While sitting at his desk one day 
last week, Hugh Chapman, manager 
of the Acme Braid Company of 488 


RETAIL BUSINESS DULL 


Hints of Fall Are Seen in Slippers 
for Women and Imitation Ball 
Straps for Men 


Seasonal dullness is holding up the 
orderly procedure of the shoe business 
to a certain extent here in Boston. 
Merchants generally are holding sales 
of summer footwear—white canvas 
pumps, oxfords and boots being ad- 
vertised, in some stores, as low as 
$2.45. The average sale price for this 
type of white footwear, however, is 
nearer $3.75. All other white, sport 
and semi-sport footwear is under- 
going a corresponding price reduction 
because of the merchant’s very wise 
decision to carry nothing over which 
can be cleared from the shelves at 
once. 

Here and there among the shoe 
stores and shoe departments are hints 





Boston 
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Broad Street, Providence, was strick- 
en with acute indigestion and died 
suddenly. He was 50 years of age, 
born in Westerly, and came to Provi- 
dence 18 years ago. He was well 
known to the shoe merchants of the 
state. He is survived by a widow, a 
daughter and a brother. 


SON SUCCEEDS FATHER 


F. B. Patterson Now Head of National 
Cash Register Co. 

DAYTON, OHIO.—Announcement 
has just been made of three important 
changes affecting leading executives 
of the National Cash Register Com- 
pany. John H. Patterson has resigned 
as president and general manager but 
will continue actively in directing the 
affairs of the company. As chairman 
of the board of directors, Mr. Patter- 
son will advise the directors and help 
formulate the policies of the company. 
His son, Frederick B. Patterson, was 
elected to succeed him as president, 
while J. H. Barringer was made 
general manager. 

John H. Patterson has been presi- 
dent of The National Cash Register 
Company for 37 years. He is regard- 
ed as one of the world’s greatest 
business leaders. Frederick B. Pat- 
terson is 29 years old. His first work 
was on a farm. He attended school 
for two years in England, and has 
been connected with the N. C. R. for 
11 years. He has been taught the 
principles of business by his father, 
learning the N. C. R. business from 
the ground up. He started in as a 
workman in.the foundry. J. H. Bar- 
ringer, the new general manager, was 
promoted from the ranks. He started 
with the company 14 years ago, hold- 
ing a minor position. He earned pro- 


motion very rapidly and in 1918 was 
made first vice-president and assistant 
general manager. 
only 38 years old. 


Mr. Barringer is 





The men’s department at 
William Filene’s Sons Company, for 
instance, has a dark tan calf oxford 
on a French last which retails for 
$10.00. The brogue pattern effect is 


of fall. 


conspicuous by its absence. There 
are perforated heel and vamp foxings 
and a straight tip toe, also perforated. 
The perforations run between lines of 
double stitching. The effect is very 
attractive and entirely in line with 
the generally accepted theory that men 
will turn gradually to more conserva- 
tive patterns than those which have 
been in vogue. 
Evening Slippers on Display 

In the women’s shoe department of 
the Jordan-Marsh Company there was 
seen a display of evening slippers in 
white satin, white brocaded satin and 
cloth of silver. Some of the pumps 
were plain—others were adorned with 
one narrow strap. 
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The Tremont Street Walk-Over 
store had a display of men’s oxfords 
with the new imitation ball and saddle 
straps for which they were asking, 
and getting, a regular price; while not 
so far distant was another store ap- 
parently forced to get out from under 
with its stock of real saddle and ball 
strap models at a retail price of $6.75. 


Business Increase Looked for 


The wholesale business is as quiet 
just now as the retail end of the game. 
The dullness, however, as in the case 
of the retail business, is merely sea- 
sonal and not attributable in any way 
to “hard times.” As a matter of fact 
many wholesale houses have done a 
record business since May 1 not only 
in volume of pairs but in dollars and 
cents as well. Those who had on hand 
a stock of whites were in a particular- 
ly fortunate position as the unwilling- 
ness of the merchant to order until 
sure of doing business created a last- 
minute demand which was almost 
staggering in its proportions. Gen- 
erally speaking, wholesalers expect to 
see a decided pick-up in business 
around the latter part of August, at 
which time orders will begin to come 
in more freely. 


Wholesale Buyers Invade East 


Since the end of the National Shoe 
and Leather Exposition and Style 
Show during the second week of this 
month an increasing number of buyers 
have been visiting the Boston market. 
Most of them are buying for whole- 
sale houses in various sections of the 
Middle West and South. This, in itself, 
is a healthy sign as it indicates a 
gradual restoration of confidence in 
the future of the business on the part 
of the middle men who necessarily 
have to buy far in advance of the 
merchant if they are to serve the 
retail trade effectively. 


“Reduced to $15.40” 


So reads a sign in one of the Tre- 
mont Street shoe stores, which caters 
to the high class men’s trade. While 
the line handled is one of the very 
best in the country, and that means 
also the world, nevertheless, taking 
the viewpoint of the ultimate con- 
sumer, it is difficult to see just how 
they can be disposed of in any quan- 
tity at that -price. 


Attend Funeral of Albion Bartlett 


The following special committee 
represented the New England Shoe 
and Leather Association at the funeral 


BOOT AND. SHOE RECORDER 


services of the late Albion Bartlett, 
of Bartlett, Somers Co., Lynn, Mass., 
at the Washington Street Baptist 
Church, Sunday afternoon, July 24, 
at 4 o’clock: Philip H. Fraher, United 
Shoe Machinery Corporation; Frank 
B. Stetson, Watson Shoe Co.; Thomas 
B. Lynch, A. M. Creighton Co.; Henry 
M. Cushman, A. E. Little & Co.; and 
J. Walter Hay, Hilliard & Merrill, Inc. 


SALES MANAGER FOR BOSTON 
BLACKING CO. 


J. A. Osborne has become associated 
with the Boston Blacking Company, 
Cambridge, Mass., in the capacity of 
sales manager. Mr. Osborne was for 
some years connected with Whitte- 
more Brothers Company and was with 
George H. Kelley & Company of 
Lynn, Mass., and is thoroughly versed 
in the sales end of the shoe polish 
business. He has a wide acquaintance 
in the trade and his many friends will 
feel assured of a successful career in 
his present undertaking. The Boston 
Blacking Company was _ established 
over thirty-five years ago and has 
sold its products to the shoe manu- 
facturing trade of this country and 
Canada. It will now, in addition, 
sell to the retail trade. 


CHARLES H. BARTON 
New President New York State Shoe 
Retailers’ Association 
Brockton Firm Opens Boston Office 
The Killory-Moriarty Shoe Com- 
pany, manufacturer of men’s welt 
shoes with a factory at 149 Crescent 
street, Brockton, Mass., has now 
opened up a Boston office at 183 Essex 
street, room 508. 


Charleston 


CLEARANCE SALES BEGIN 


Rainy Weather Interferes Seriously 
with Sale of White Footwear 


Apparently retail shoe merchants 
in Charleston have arrived at the con- 


clusion that they will not be able to 
use any of this year’s stock next year, 
for practically every shoe store in 
the city is now conducting a sale in 
an effort to clean up summer stock. 
And, relatively speaking, some excep- 
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BETTER SERVICE 
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Sole Footwear 
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Columbus, Nebraska, U. S. A. 
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Carried in stock at 11 South Street, 
Boston. 
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tional bargains are before the public. 
But regardless of “bargain prices,” 
the sale of white shoes has dragged 
along unsatisfactorily this month, for 
since the first of July this city has 
had more rainfall than during any 
similar period since 1876. It is great 
weather in which to boost rubbers, 
but quite a handicap when it comes 
to disposing of “whites.” 


Another New Store for Charleston 

A trip of observation in the retail 
district would about convince one that 
this city is indeed well supplied with 
retail shoe stores, but still they come. 
By the time this appears in the pages 
of the Recorder Charleston will have 
another modern shoe emporium. The 
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Ben Rubin Company, Inc., will open 
within the next few days with a com- 
plete line of men’s and women’s shoes 
and hosiery at 395 King Street. Mr. 
Rubin has been in the shoe business 
for the last twelve years and is in 
every manner well qualified to select 
a stock which wiil be most satisfac- 
tory to the Charleston public. He has 
just returned from an extended tour 
of the shoe centers, where, besides the 
shoe stock, he has tried to select also 
just the stock of hosiery that will 
make his store one of the favorite 
places for those in need of such 
sundries. The store will make a spe- 
cialty of popular-priced shoes, as well 
as all of the latest models and designs 
in footwear. 


Brooklyn 


MOST FACTORIES BUSY 


Slight Lull in Selling—Strap Pumps 

Expected to Lead for Early Fall 

The first rush of fall buying appar- 
ently has spent its force and the 
Brooklyn manufacturers of women’s 
shoes are now experiencing a slight 
lull in selling. However, most of the 
factories are running close to capacity 
on orders that will keep them busy to 
the middle of August, at least, and in 
some cases until the middle of Sep- 
tember. 

Some of the manufacturers still 
complain of a shortage of help, espe- 
cially in the fitting rooms of plants 
turning out strapped welt shoes. There 
seems to be little or no shortage of 
workers on turn shoes, however. One 
manufacturer who produces welt shoes 
mostly, reported that he could in- 
crease his production from the 1200 
pairs a week he is turning out at pres- 
ent to 1500 pairs if he could secure 
enough help in the fitting rooms. 

The early predictions that strapped 
pumps would lead in sales for early 
fall have been borne out in the orders 
placed with Brooklyn manufacturers. 
L. C. Doremus of the George W. Baker 
Company estimates orders so far at 
50 per cent straps and 50 per cent ox- 
fords in welt shoes, and 90 per cent 
straps in turn shoes. This estimation 
was approved by other manufacturers. 
At the Baker plant the heaviest orders 
have been placed for patent leather, 
black kid, and Russian calf and grain 
leathers in welt shoes for the coming 
season. 


Good Volume Booked 
Indications that conditions through- 
out the country are showing steady 
improvement are seen in the orders 
from the South, West, and Pacific 
Coast that are being received by the 


7 
Brooklyn shoe producers. “Our road 
salesmen have booked more business 
on their first fall trips into the Coast 
section and the South and West than 
they did in the entire year of 1920,” 
said Frank Grossman of Julius Gross- 
man, Inc. “This is remarkable, I 
think, in view of the fact that the 
South and West have been hard hit 
by the drop in cotton and grain prices. 
Pacific Coast merchants, who have 
been out of the market for practically 
six months, are now beginning to buy 
again.” —_———. 
Patent Already in Demand 

Strong immediate demand for pat- 
ent leather three-strap, center-buckle 
shoes are being registered with I. 
Miller & Sons, Inc., according to Sales 
Manager Grossman. This shoe carries 
a covered Cuban heel and a semi-broad 
toe. A renewed demand for one-strap 
slippers with pointed toes also has 
been noticed, the inference being that 
retail merchants are filling in broken 
stocks of these for early fall sales. 
The pointed toe will not be displaced 
by the rounded toe, in the opinion of 
Mr. Grossman, who expects some re- 
peat orders for this type of shoe later 
on in the season. Another shoe that is 
strong for immediate demand is the 
Grecian sandal, which carries perfora- 
tions and stitching, rather than cut- 
out designs on the vamp, and a strap 
running from the vamp to the instep 
strap. This shoe is cut out in the 
shank to within a quarter of an inch 
of the sole. = 

Say High Heels Are Not Dead 


Despite the general tendency toward 
lower heels, the Spanish 17/8 heel is 
receiving more attention from the 
Brooklyn manufacturers, many of 
whom assert that later orders are run- 
ning to this heel in fancy dress shoes, 
especially evening slippers. 


Haverhill 


OPTIMISM PARAMOUNT 


Staple Patterns Being Bought Freely 
—Prices Stabilized 


a wholesome feeling 


There is 


throughout the trade. Things are 
looking better. The corner has been 
turned. Some hills ahead are going 
to be surmounted on high. After the 
midsummer lull it is the general im- 
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pression that sustained activity will 
be realized. There is practically no 
contention about price. That the bot- 
tom has been reached seems clear to 
most everybody. It appears to be gen- 
erally understood that it is safe to 
place orders for any style wanted at 
the price asked. 
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Orders on the books of large and 
small factories show that staple pat- 
terns are being bought freely. More 
firms are carrying stock styles and 
aim to keep their stock lines fresh and 
interesting by adding new models with 
more or less frequency and trying 
for a faster turnover. 


Brockton 


MANY NEW SHOE FIRMS 


About 37 Concerns Have Been Added 
to Brockton’s List 


The shoe industry of Brockton has 
been largely augmented during the 
last year or two. Some thirty-seven 
new firms are recognized in the long 
list of factories making men’s and 
women’s Goodyear welt shoes. This 
development has been steady and is 
healthy. The factories are reported 
busy and prosperous. From small be- 
ginnings some have made very rapid 
progress, and promise to become large 
factors in the shoe business of this 
section. 


BLACKS ARE BACK 


But Tans Are Not Yet in the Discard, 
Say Manufacturers 


That black shoes are back after a 
long vacation goes without saying. 
Just a glance at the fall lines of shoe 
manufacturers shows they are betting 
strong on the dark cards. It is not 
to be taken that colored leathers are 
not in vogue. They are. There is a 
decided tendency toward lighter shades 
than have been heretofore seen. 

Some new leathers have been intro- 
duced by the tanners, one shade in 
particular being a tone between a light 
and dark tan.. Patent leather is like- 
wise coming back and promises to be 
a producer of business in both men’s 
and women’s lines. The rough sur- 
face leathers are to be shown strongly 
for fall. They lend themselves nicely 
to the brogue styles which will be con- 
tinued, to gratify an increasing public 
demand. 


Taking the Joy Out of Shoe Making 


That producing shoes for the many 
thousand retailers throughout the 
country is not the “easy game” some 
may think it is is revealed by the 


. 


Lyn 


FAIR VOLUME ON HAND 


Wide Variety of Shoes Being Sold 
Just Now 


Early in August Lynn manufactur- 
ers had on hand a comfortable volume 
of orders,-not an avalanche of busi- 
ness, but enough to make things in- 
teresting. Style development goes on 
apace. Buyers are constantly asking 
“What is new?” 


present tendency among stitching 
room employees to seek a living during 
the summer months in some occupa- 
tion at the mountain or seashore re- 
sorts of New England. Here the sum- 
mer months can be spent with free 
board and time off for sports and with 
pay for services rendered. Any dealer 
who may be cussing because his order 
is not coming through as expected can 
see in this situation one reason why 
shoe manufacturers are helpless to 
prevent the exodus of women em- 
ployees to new fields, but everything 
is being done to fill the places of the 
absent ones. 


Emerson Shoe Catalog 


The Emerson Shoe Co. of Rockland, 
Mass., will this season inaugurate a 
new system of acquainting dealers 
with their styles-in-stock. Heretofore 
a catalog has been compiled describing 
various styles and has been sent out 
to answer for the entire season. It 
has been deemed advisable to have 
something more flexible, so instead of 
preparing a catalog and mailing it to 
the trade complete, it will be sent in 
parts and the sections will be as fre- 
quent as styles are produced and added 
to the stock line. 


“Hard Times Going” 


E. T. Wright & Co., Inc., of Rock- 
land, Mass., report operations at fac- 
tory capacity. A. H. Lee, sales man- 
ager for the company, says “there are 


no signs of hard times with us. The 
men’s fancy styles which we showed 
the trade months back have sold big. 
Harry T. Wright, our style director, 
is about to visit New York, Philadel- 
phia, Baltimore and Washington trade 
with more novel creations. F. M. 
Fishpaugh and L. McGehee, two of 
our salesmen, recently paid a visit to 
the factory to get the latest models 
lined up.” 


n 


Shoes that are selling this August 
include walking shoes and like types 
of welted oxfords, of Scotch, boarded 
and similar leathers; Sally sandals, 
“Scandal” pumps and various other 
second cousins of the barefoot sandal; 
and suede, satin and patent leather 
strap shoes. 

Reports on boots differ. They are 
being made in a few high grade lines 
and also for the mail order trade. 
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Flexible Turn Shoes 
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F. S. ELAM SHOE CoO. 
Rochester, N. Y. 
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EDITORIALLY, THE 


Boot and Shoe Recorder 


is the most alert, aggressive and pro- 
grouive journal in the world pub- 
ished for the shoe merchant. 
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is used by shoe polishers for suntes on straw hats. 


d sample of the straw you want 
We, will do all we can for you. Be 
sure and get ‘‘Meyer’’ Thread and take no other. 
tt is the longest and strongest in the world. 
Manufactured by the 
John C. Meyer Thread Co. 
Lowell, Mass., Dept XYZ U.S.A. 
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ADVOCATES LICENSES 


Last Maker Thinks That Designers 
and Fitters Should Qualify 


Sam Stevens, of Goodwin Bros., says 
that last makers and retail shoe sales- 
men should both be licensed, to prove 
that they are qualified to design and 
fit shoes correctly. He adds that 
there never was a greater variety of 
lasts than these days when manufac- 
turers are developing various sorts 
of health lasts, as well as style lasts. 
The chances are consequently in- 
creased of getting the wrong shoes on 
the right feet, or vice versa. 


Sport Comfort Shoes Designed 


“Tom” Welch, of the Welch Shoe 
Co., Lynn, has designed a new grade 
of footwear, intended especially for 
summer girls, whose feet have grown 
larger from wearing low shoes and 
playing tennis, or golf, or dancing. 
These shoes should not be confused 
with the familiar “fat ankle” shoes. 
They are a new type of novelty style 
shoes, of over-size measurements, for 
growing girls and young women who 
have oversize feet. 


Interest Shown in Improved McKays 


Many shoe buyers are interested in 
the improved McKay shoe as it is 
made in Lynn, because it provides a 
new combination of style and service. 
In style points these new McKays are 
made with slim shanks, high heels, 
and other markings of bench made 
shoes. In service points the shoes are 
stitched six stitches to the inch with 
a linen thread. This makes a strong, 
flexible bottom. ‘The channel is shal- 
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low, because the thread is light. So 
the wear of the sole is increased. 
Also a sock lining of split leather is 
cemented and molded to the insole. 


Electric Drier Used on Soles 

During dog days east winds from 
the Atlantic Ocean blow into Lynn 
shops and cool the air. Sometimes 
they carry too much moisture from 
the sea. It gets into the sole leather 
and makes difficult the buffing of soles. 
So Lynn manufacturers are now using 
a new electric machine for drying the 
bottoms of shoes. 


R. H. Mitchell Now Heads Lynn 
Manufacturers 
R. H. Mitchell, of Mitchell, Caunt 
Co., becomes acting president of the 
Lynn Shoe Manufacturers’ Associa- 
tion, succeeding the late Albion Bart- 
lett. 


Another Novelty Firm Starts 
The Lake Shore Shoe Co. is starting 
to make novelty shoes for children in 
the Lake Shore house, Lynn. Ernest 
W. Peabody and Edward Rainford 
make up this firm. 


Heavier Grains Being Developed 

Lynn shoe men, in conjunction with 
Peabody tanners, are working on 
heavier grains in leather for late fall 
and winter. 


A SHINE SLOGAN 
“Save the surface. Save the shoes.” 
That’s. the way one store para- 
phrases the familiar slogan of the 
paint trade and advertises its shoe 
ange and ve 








Wesere News Letters 
Continued From Page 53 


Minnesota. G. C. Coulter, known to 
the retail trade as “Buck,” will travel 
Texas and Louisiana. Mr. Coulter was 
formerly shoe buyer for a large retail 
establishment in Houston, Tex. B. E. 
Tipsword of Chicago, formerly with 
the McElwain company, will travel 
Indiana, Ohio, Illinois and Michigan. 

The new fall catalog will be mailed 
to the retail trade immediately after 
its issue on Aug. 1. 


The Dittman Shoe Company has 
just received the largest mail order in 
the history of its business. A cert- 
fied check accompanied the order for 
the full amount, $3,861.32. The indi- 
vidual purchasing the shoes at one 
time operated a farm in Missouri, but 
later moved to Michigan, where he 
continued to till the soil. A- request 
for catalog from the farmer was re- 
ceived last May by the Dittman com- 
pany and one was promptly forwarded. 
Close attention was given his corre- 
spondence, and as it was evident that 
he had no practical knowledge of the 


shoe business, all possible help was 
given him. This careful and pains- 
taking attention was rewarded with 
the present large order. The RE- 
CORDER correspondent saw the original 
of the order and the sizing and selec- 
tion showed intelligent understanding. 

This is an excellent example of 
what careful attention and follow-up 
of correspondence may mean to a 
house when sufficient importance is at- 
tached to all inquiries. 


J. Sensenbrenner, of Sensenbren- 
ner’s, has just returned from a three 
weeks’ buying and style survey trip 
to Chicago, Washington and the New 
England markets. He reports that 
the Brooklyn market is making sixty- 
day delivery after receipt of order, an 
indication of the healthy state of busi- 
ness there. 


Brandt’s Queen Quality Store man- 
ager, D. H. Bickel, attended the con- 
ference of store managers of the 
Thomas G. Plant Company in Boston. 
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Their clearing sale business is reported 
satisfactory. 

James T. Pettus, vice-president of 
the International Shoe Company, was 
in Boston to attend the Style Show 
and inspect the new branch of the In- 
ternational Shoe Company, the McEIl- 
wain Company of Boston. En route 
from the East he joined his family in 
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Wisconsin for a month’s vacation. 

Sales Manager Paul B. Jamison of 
Peters’ Branch of International, has 
just returned from a two weeks’ vaca- 
tion spent at Charlotte, N. C. 

Bert Barnett, advertising manager, 
advises that the fall advertising cam- 
paign will be introduced with a poster 
campaign. 


Chicago 


WHOLESALE HOUSES CLEANING 
STOCK 


The month of July has been devoted 
to a great extent by the progressive 
wholesale shoe houses of Chicago to 
cleaning up odds and ends and short 
lines of merchandise. 

Wholesale houses have faced pecu- 
liar conditions during the spring and 
summer season. These concerns, like 
retail merchants, have been compelled 
to get into market often and buy 
conservative quantities. Sample lines 
have changed frequently, almost every 
week having seen the elimination of a 
number of samples and the introduc- 
tion of several more of a different 
character to take their places. The 
result has been the accumulation of 
short lots of a wide variety of mate- 
rials and patterns. 

Wholesalers realized that nothing 
was to be gained by holding this mer- 
chandise, and as a result cost price was 
forgotten, profit not taken into ac- 
count, and the merchandise shot out 
to live retailers who were looking for 
sweeteners to swell the volume of 
their midsummer clearance sale. 

The extremely early advent of warm 
weather and _the persistency of the 
heat wave has caused white footwear 
to be the most wanted merchandise on 
the market. Comparatively few whole- 
salers were prepared for the unprece- 
dented demand for white oxfords and 
strap effects in welt soles and walk- 
ing heels. Rush orders were put 
through factories and a supreme effort 
made to serve the merchants with 
this desired merchandise. 

Owing to the heavy sale of white 
merchandise‘regular leather footwear 
moved more slowly, and the consequent 
accumulation of short lots was inevi- 
table. Price, the great leverage which 
moves the load of accumulation, was 
out to work and now stocks in Chi- 
cago wholesale houses are pretty well 
cleaned up, and as a general rule are 
lower than at any corresponding pe- 
riod for several years back. 


Fall Orders Center on Specialties 


Owing to the fact that retail mer- 
chants did not buy their accustomed 
quantity of merchandise when factory 
representatives called on them on their 
regular selling trips, Chicago whole- 
sale houses have booked a fair volume 
of business for early fall shipment. 
In women’s footwear oxfords have 
been far and away ahead in point of 
pairs sold, so far as military heels, 


welt sole type is concerned. One- and 
two-strap effects have still remained 
fairly active. Boots are attracting 
more attention than was anticipated 
early in the season, especially among 
buyers in the smaller cities and towns. 
The largest percentage of boots sold 
have been with military heels. Louis 
heel boots have been hard to move 
and only the price leverage has 
been able to transfer them from the 
wholesale houses to retail stores. 
There will undoubtedly be a limited 
demand for Louis heel boots in retail 
stores, especially in the smaller com- 
munities, and some very attractive 
prices are being made by wholesale 
houses who have this class of mer- 
chandise on hand. 


Collections Up to the Average 


Reports of traveling men and semi- 
annual financial statements of mer- 
chants indicate that stocks in retail 
stores are at a low ebb so far as pairs 
and dollars are concerned, but reading 
between the lines, these reports also 
show that the shortage in the stores 
is largely on the wanted merchandise 
and there is more or less accumulation 
of undesirable merchandise still on the 
shelves of retail merchants. A lot of 
this is the result of war-time grab buy- 
ing hither and thither from lines with 
which the merchant was unfamiliar. 

Among a certain class of merchants 
the disposition is still shown to hold 
on to merchandise that should have 
been disposed of months and months 
ago. 

All of these conditions are reflected 
in the credit departments of wholesale 
houses. Retail merchants who prompt- 
ly took their losses, remarked their 
merchandise on a parallel with whole- 
sale prices and then put selling force 
behind the merchandise, have been 
able to pay their bills promptly, take 
advantage of their discounts and 
maintain a high credit standing, 
while the merchants who have been 
loath to part company with the shelf 
warmer are either slow in payment of 
their bills or are using up a surplus 
accumulated during the period of rapid 
buying by the public. 


Retail Business Less Active 


The early part of July registered a 
very satisfactory business in the down- 
town retail stores in Chicago and in 
the progressive stores in outlying dis- 
tricts. 

Special sales on practically all 
classes of leather footwear and the 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
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1000 Sales Letters 
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F. S. ROOT COMPANY 
Sales Service and Advertising 
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unprecedented demand for white foot- 
wear kept the stores in active opera- 
tion. 

During the last week of July stocks 
became so depleted on white merchan- 
dise that it was difficult to fit and 
please the majority of customers en- 
tering any of the stores. Customers 
were compelled to shop around from 
place to place to procure desirable 
white footwear. 

The potential force of specially ad- 
vertised sales waned considerably and 
consequently the week showed a con- 
siderable falling off as compared with 
previous weeks of the month. 


Stimulators Help Business 


Two or three new footwear ideas 
were grabbed by the merchants like a 
drowning man grabbing at straws, to 
keep business moving. The “Sally 
Sandal” is an example of this kind of 
a stimulator. This peculiar type, 
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which is a combination of a barefoot 
sandal and a Grecian instep strap 
affair, has proven a lifesaver to many 
progressive merchants in medium 
grade lines. Even in the higher grade 
seller it has had a similar effect. 

Physicians often resort to the ex- 
pediency of injecting salt or strych- 
nine into the veins of a patient to 
keep up vitality until the natural flow 
of blood can carry the patient through 
the critical period of depression. 

The “Sally Sandal” is looked upon 
generally by merchants as the salt 
solution of the natural July and Au- 
gust depression. 

Merchants do not consider the “Sally 
Sandal” as a long-lived proposition 
and few of them anticipate a reorder 
on this type of footwear. It is airy 
and summerlike in appearance and it 
is thought will disappear along with 
the flowers of summer when the first 
frost makes its appearance. 


Kansas City 


BUYING BOOM FORESTALLED 

Boot and shoe merchants of Kansas 
City feel that the buying boom her- 
alded in the East has_ evidently 
been forestalled somewhere east of 
the Mississippi River. A_ feel- 
ing of uncertainty as to styles 
pervades the shoe business, and 
while Kansas City merchants are 
placing orders they are buying care- 
fully, picking those styes which they 
believe wil take with their customers 
and just enough sizes to use as feelers 
—not too many to dispose of if they 
move slowly and enough to keep going 
until reorders come in should they 
have made the right choice. Everyone 
seems to be stocking lightly. 

Strap effects in the numbers ordered 
seem to run evenly with military heel 
oxfords as leaders. The materials 
chosen have been patent leather, 
brown and black kid. Very few boots 
so far have been ordered though all 
merchants agree that boots will sell, 
no matter what style prevails. 

Buyers are favoring plain patent, 
which they believe will be good in 
strap pumps or oxfords, but are 
afraid of the two-tone effects with 
colored leather inserts. 

Buying in men’s shoes has been 
brisk, there of course being no un- 


certainty of style as there is in 
women’s shoes. Brown is the leading 
shade while brogues in the French 
last seem to be the most popular. 
Merchants are stocking well on staple 
men’s goods. 

Business for July was only fair, 
due mostly to the extremely hot 
weather, which kept people away from 
the business section unless “something 
special” was offered. White goods, 
while a trifie below the June mark, 
were still the leaders in most stores, 
but of course June sales were boosted 
by graduation. 

Merchants are looking forward to 
a season of good steady business, not 
as heavy as indicated by the “buying 
reports” from the East however, due 
largely to the fact that Kansas City 
missed the big slump which followed 
the “back to normalcy” movement 
which was felt so keenly in other 
sections. There are expectations of 
a decided increase for August, which 
is usually a dull month. MHarvests 
are completed and farmers are now 
selling their wheat and corn. Move- 
ments of grain through Kansas City 
next month will bring millions of 
dollars into this section with a con- 
sequent business stimulation in which 
shoe dealers will share. 


Milwaukee 


COOLER WEATHER STARTS FALL 
DEMAND 


It is regarded as something signifi- 
cant that when the recent protracted 
spell of hot weather was temporarily 
relieved a week or ten days ago, and 
more reasonable temperatures became 
the rule for a few days, downtown as 
well as uptown shoe stores immedi- 
ately noticed a call for the new fall 
goods. That this should be true so 
early in the year surprised the Mil- 
waukee trade. By the same token, the 


incident demonstrated clearly that 
weather conditions have an important 
physical as well as psychological in- 
fluence on the boot and shoe business. 

While most shops which have been 
conducting clearing sales since July 1 
have ceased making public announce- 
ments cf such events, store windows 
still tell of the merchandising of hot 
weather footwear at reduced prices. 
The sales this year have been success- 
ful and most merchants have been able 
to clear their shelves for the new fall 
goods which are now being received in 
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quantity. In comparison with last 
year, business this season has been 
better on the basis of number of pairs, 
although the money by dollars is some- 
what less, due to the lower level of 
prices. 


Milwaukee Bank Says Readjustment 
Is Slow 

The current issue of “Business and 
Financial Comment,” issued monthly 
by the First Wisconsin National, Mil- 
waukee’s largest bank, says: “The 
closest observers have said from the 
beginning that the improvement in 
business would be slow. Frankly, it 
has been disappointingly slow. What 
happened in June bears out this view. 
The feeling that recovery from depres- 
sion has not been as rapid as many 
people expected is reflected by the 
drop of representative stocks to new 
low points.” It says further: 

“Throughout all the news of trade 
runs the comment that manufacturers, 
merchants and consumers are buying 
only for actual needs. This is to be 
expected when prices are unsteady. 
When prices were rising and there 
was confidence that they would con- 
tinue to do so, buyers were in haste 
to load up before the market went 
higher. The tendency was to buy as 
much as a man’s credit would stand. 
The speculative opportunity was the 
main thing. The possible course of a 
demand and prices was lost sight of. 
On a falling market no one wants to 
take too much risk. Goods have to be 
bought and sold in smaller quantities 
and on shorter time in order that price 
decline shall not wipe out the profit. 

“Beyond all question, the safest 
guide to follow in buying is to buy for 
needs and stay out of the speculative 
field,” the review remarks signifi- 
cantly. “If needs can be calculated 
far in advance, then it may be wise 
to buy accordingly. If the future is 
not calculable, it is best to buy for 
shorter periods. To buy solely be- 
cause something is cheap and a bar- 
gain is speculation; to buy because 
one knows he is going to need what 
he buys is legitimate business. 

“Speculation has its place. It is a 
special field by itself. To be a specu- 
lator is one thing; to be a merchant 
or manufacturer is another. The two 
do not mix. Too many turned specu- 
lators last year and the year before; 
the results whereof are known to all 
men.” 

Referring specifically to Milwaukee 
industries, the review says: “Shoe 
manufacturing is on the increase, al- 
though the rate of improvement has 
been slow. One Milwaukee company 
reports an increase in shipments of 80 
per cent, June over May, and says 
that ‘the restricted buying policy of 
merchants in effect so long has de- 
pleted stocks to a point where steady 
buying is now necessary.’ ” 

The complaint of shoe dealers in 
recent months that business in men’s 
shoes is not up to expectations is re- 
flected by comment from a large man- 
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ufacturer of hosiery in Milwaukee, 
who says: “Business couldn’t be bet- 
ter, unless it would be a larger sale of 
men’s hose.” 


Wisconsin State Fair Aug. 29-Sept. 3 


The Milwaukee trade is looking for- 
ward with interest to the next big 
event of statewide interest to be held 
in the Wisconsin metropolis, namely, 
the annual State Fair, Aug. 29 to 
Sept. 3. This exposition usually brings 
thousands of people from the interior 
of the State to Milwaukee, the idea 
being to combine business with pleas- 
ure and make the State Fair pilgrim- 
age the annual fall shopping trip to 
the big city. The Milwaukee Associa- 
tion of Commerce will again take steps 
to induce generous decoration of city 
streets and will ask merchants to 
dress up their places of business as an 
additional evidence of welcome and 
hospitality to up-State visitors. 


Shoe Merchant’s Daughter Weds 


Miss Gertrude Ripple, daughter of 
Joseph L. Ripple, a prominent shoe 
dealer at 1217 Vliet Street, Milwaukee, 
was married Thursday, July 14, to 
Frank J. Schaller, also of Milwaukee. 
Mrs. Schaller will be remembered for 
having taken an important part in the 
entertainment of the ladies of the 
N. S. R. A. during the annual conven- 
tion in Milwaukee early last January. 


New Concern Chartered 


A charter has ben granted to the 
Independent Boot & Shoe Co. of Mil- 
waukee, which has been incorporated 
under the laws of Wisconsin with a 
capital stock of $10,000 to engage in 
the retail business. The organizers 
are Gottlieb Ratz, Max Schilling and 
Bernard Buelow, 1908 Brown Street. 


Gleue Bros. Co., a leading retail 
shoe concern operating stores in Wis- 
consin Rapids, Madison and Viroqua, 
Wis., has undertaken the reconstruc- 
tion of its original store in the first- 
named city. The fréht will be torn 
out and a new and modern face in- 
stalled, providing an arcade effect. 


The Lebeis Hosiery Co. is the name 
of a new manufacturing concern in- 
corporated at Chippewa Falls, Wis., 
by Walter, Fred W., and Oscar A. 
Lebeis. It is capitalized at $35,000, 
divided into $10,000 common and 
$25,000 preferred stock. 


Maurice T. Fitzsimmons, head of M. 
Fitzsimmons & Sons, Fond du Lac, 
Wis., expects to leave Aug. 1 for Cali- 
fornia for an extended stay. While in 
the West he intends to make a tour 
of the Pacific Coast States, although 
the primary object of his trip is to get 
rest and recreation. 


William M. Pohl, president and 
treasurer of the Kepec Co., 476-480 
Fourth Street, manufacturer of 
leather finishes, dressings, tanning 
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Children’s Shoes 

































Infants’, Children’s, 
Misses’ and Young 
Women’s Shoes. 
CONSOLIDATED 
SHOE CO. 
212 Essex Street 
Boston, Mass. 
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Children’s My ny | 
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Miscellaneous 
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Lamb Wool Soles—Bound and Cord Edges 
yg ne dy No. ag Lamb es Insole— 
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: i ne Dilverite Lo., Migrs., 1 High St., Boston 
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Littlefield Heels—are genuine all leather 
heels and we can assure you of prompt de- 
liveries. Write for samples and prices, which 


you will find correct in every way. 
LITTLEFIELD HEEL CO, 


High Street, 


Amesbury, 






























Perfection Pneumatic 


Arch Cushion 


igned to Prevent 
Fallen Arches 


ELASTIC TIP COMPANY 
Boston, Mass., U.S.A. 















* SHOE BUCKLES 


OF EVERY DESCRI PTION | 


BEADED AND METAL! 


198 MIONTAGUE ST 


BUCKLES 


OUR SPECIALTY 
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materials, chemicals, dyes, etc., sailed 
from New York July 16 on the Olym- 
pic to spend three months in the Brit- 
ish Isles and the Continent on busi- 
ness. Mr. Pohl expects also to visit 
his old home in the Rhineland. 


Humbert Adds Women’s and Children’s 
Shoes 


The Humbert Boot Shop at Fond du 
Lac, Wis., which was established sev- 
eral months ago as a men’s store, has 
added a complete line of ladies’, 
misses’ and children’s footwear at 
popular prices, making it a family 
store. Sam Vandervort, formerly of 
the Diamond-Watkins Shoe Shop at 
Fond du Lac, is now managing the 
Humbert business. J. O. Humbert, 
who founded the store, has assumed 
general charge of production at the 
Portage, Wis., factory of the Weyen- 
berg Shoe Mfg. Co. of Milwaukee. He 
formerly was with Nunn, Bush & 
Weldon Co. at Milwaukee, and later 
general superintendent of the Menzies 
Shoe Co. at Fond du Lac. 


David Serpe, proprietor of a boot 
shop at 2105 Mead Street, in Racine, 
Wis., was found dead in a field some 
distance behind the store on Monday 
morning, July 18, with five bullets in 
his body. It was believed that he 
was lured into the field the night be- 
fore and murdered, although the cir- 
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cumstances are shrouded in mystery 
and no motive can be discovered. Mr. 
Serpe formerly resided in Milwaukee 
and went to Racine in April to engage 
in the retail business. 


The Economy Boot Shop is the name 
of a new store opened in Sheboygan, 
Wis., on July 15 as another of a series 
of stores operated by the Davis Shoe 
Co. of Racine. This is the eighteenth 
of the chain opened in Wisconsin and 
Middle Western cities since last Au- 
gust. H. F. Hintze, formerly associa- 
ated with Sheboygan shoe factories 
and stores, has been appointed man- 
ager of the new store, which is located 
at 511 North Eighth Street. The con- 
cern features general lines at a maxi- 
mum price of $5 per pair. Charles 
Johnson and Edward C. Weber of Ra- 
cine assisted Mr. Hintze at the 
opening. 


Supplementing the annual trade ex- 
tension tour conducted early in June 
through western Wisconsin, eastern 
Iowa and southern Minnesota, the Job- 
bers’ Division of the Milwaukee Asso- 
ciation of Commerce is making plans 
for a short excursion on Monday, 
Sept. 26, to Beaver Dam, Wis., to at- 
tend the annual Dodge County fair, 
one of the largest expositions of the 
kind in America. A special train has 
been chartered and will make stops at 
Horicon and Mayville. 


Salt Lake City 


GENERAL BUSINESS POOR 
But Shoe Merchants Report That 
Women Are Still Buying 

Owing to the closing of the mines 
and smelters and the unsatisfactory 
condition of the sheep and cattle in- 
dustry, this has been the worst sum- 
mer from an economic standpoint that 
Salt Lake City has experienced in 
many years. Hundreds of men are out 
of employment and there are fifty ap- 


Where to Buy 


Men’s Shoes 























ANY TYPE OF A SHOE 


In Men’s Fine Goodyear Welts 
Making special and difficult styles of shoes 
is our specialty. Let us solve your problems. 
CRAIG-REED & EMERSON, INC. 

Brockton, Mass. 








oodwill Shoes 


Boston Sales Office: 15 High St. 


ARTHUR WILLIAMS SHOE CO. 
a wil 


Holliston, M 








plicants for one job that would ordi- 
narily bring but two or three. De- 
spite this, most of the shoe dealers 
report business in their line to be as 
good as it was a year ago. This would 
seem to be due in a measure to the 
increasing tendency of women buyers 
to consider “style” in connection with 
footwear. An old shoe, like an old 
hat, must be discarded, not because 
it is badly worn but because it is out 
of fashion. e merchant here is 
selling some really excellent white 
shoes for women at $1.00 a pair. 


Company Opens “Shoeteria” 


The Solomon Shoe Company, known 
as “The Shoe Store of The Peo- 
ple,” and one of the largest exclusive 
shoe stores in the city, has introduced 
a bargain center where people can 
help themselves if they wish. It is 
something after the order of the shoe- 
teria, but has not been put on a regu- 
lar shoeteria basis so far. A member 
of the firm says it is very useful for 
“cleaning-up” purposes. The Shoe- 
teria Shoe Company, opened on State 
Street this spring, is doing well ac- 
cording to officials of the company, 
and this would seem to be borne out 
by the fact that on August 1 they will 
start operations that will add to their 
floor space about 60 per cent. This 
is an exclusive “shoeteria,” the only 
one in the city. 
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What 
is Style 
in Men’s Shoes ? 








Who knows? 


What can you do toa 
man’s shoe to make it 
stylish? 


What standard can 


you establish? 


Men don’t want pretty 
shoes! They abhor 
fancy trimmings! 


We respectfully 
Suggest 

that Good - Looking, 
Long-Wearing Shoes, 


at moderate prices 
will please most men. 


Put on 
Stock Cat” 
Sole Leather 


Bottoms 


and you will win the 
desirable trade that is 
seeking quality. 


The American 
Oak Leather 
Company 


‘CINCINNATI 
CHICAGO BOSTON 
ST. LOUIS 
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9° 1-90 


Model No. 347, Black Kid Blu. 
Widths, AAA to E. Sizes, 5 to 13. 





A New Arch Preserver 
Shoe Carried in Stock 
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The steady demand for a longer line of Arch Pre- 
server Shoes in Stock prompted us to add a black 
Kid Blucher shoe on a toe similar to our Tremont 
Combination. 


It is our belief that the Arch Preserver Shoe is the 
only shoe ever offered to the shoe trade that is 
anatomically and mechanically right for the perfectly 
good or normal foot wear. It is a regular shoe for 
regular feet and must not be classed as a cripple 
shoe. 


The Anchored Arch bridge construction of the Arch 
Preserver Shoe provides the only tread base which 





meets the specifications and demands of the foot as 
it is today; and which at the same time permits the 
making of shoes having a style and character accept- 
able by men of refined taste for use upon all occa- 
sions and for all purposes. 


It will reduce the average time consumed in fitting 
and selling a pair of shoes from 25 to 50 per cent, 
provided the shoes are treated in the store as regular 
shoes and bought in leathers, patterns and sizes as 
regular shoes are bought. 


An order for Arch Preserver Shoes placed now 
means a start on a proposition that will pay big. 








“KEEPS GOOD FEET GOOD” 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 
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OOLGEVILLE 








Year Round Profits 


Dolgeville E-Z Felt Footwear is 
more than just a winter season line. 
It has a genuine year round appeal. 
It can be displayed each day of the 
year and build up a steady source 
of profits. 


Are you getting your share of this 
plus business by featuring Dolge- 
ville shoes throughout the whole 


year? 


Dolgeville Felt Shoe Company 
Dolgeville, New York 
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“THAT'S IT!” 


The discriminating man 
knows he has found what he 
wants when he sights the 


LUNDIN SHOE 


The little touches of Indi- 
viduality that, as Specialty 
Manufacturers, we are able 
to give this fine Men’s Dress 
Welt explain its popularity 
and its unusual value to the 
Merchant. 


The LUNDIN Shoe 
is right all through 


LUND-MAULDIN Co. 


Manufacturers 


Saint Louis U. S. A. 
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Style 2305 . 


Bates newest type 
flexible-toe Brogue. 
Scotch Grain up- 
pers. Custom trim 
throughout. 
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To Retail at $8 


RIEFLY—plump, finely-made Oxfords like this Num- 
ber 2305 are to have a ready sale ‘in retail stores this Fall. 
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The better fashions for men include smart low-cuts of 
exactly this character—and. our advance sales to Bates deal- 
ers confirm their popularity. 


ated ened ee er 2 


Le we my locas. Sieh ey 
Sault 


We have this shoe in stock now, 1n all sizes, and can ship 
immediately. 
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Moreover, we price it to retail at erght dollars, with usual 
Bates profit to dealers. 


A. J. BATES COMPANY 


WEBSTER, MASSACHUSETTS 
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KYVZYCALF 


Teast alt 
for something different and a 
departure from, staple lines, 
has resulted in the evolution 
of this individual, distinctive 
Calf leather creation. 

The best skill known to the 
_ Trade has produced in Aozy- 
calf such desirable character 
istics as the richest of colors, a 
superior finish and an incom, 
parable feel. 


Made in the following shades: 
Color No. 16 —(Dark Mahoga 
Color va “he mY 


p Brown) 


| ac 
Other colors in prospect. 


~ THE OHIO LEATHER CO. 
GIRARD, OHIO. 
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TANNERY AND GENERAL OFFICES 


THE OHIO LEATHER CO. 
GIRARD, OHIO. 


BOSTON 
THE OHIO LEATHER CORPORATION 
33 SOUTH ST. 


PHILADELPHIA 
THE OHIO LEATHER COMPANY 
325 ARCH STREET 


ST. LOVIS 
ARTHVR S.PATTON LEATHER CO. 
1602 LOCUST ST. 


NEW YORK & 
OSCAR SCHERER & BRO. 
29 SPRUCE ST. 





GS FOR QUALITY 
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Firmer Tendency Noted 


Sales Larger in Aggregate Although Leather Supplies 
Are Small at Shoe Factories—New Shades 
of Brown Very Popular 


Recent orders placed during and 
since the recent exhibitions together 
with the fact that many shoe buyers 
are remaining in the Eastern mar- 
kets, indicates a stronger demand for 
leather. There is no question but 
what a decided improvement has 
taken place in the markets during 
the last few weeks. The big pur- 
chases of hides in the Chicago mar- 
kets by large tanners have been fol- 
lowed by steady sales to smaller tan- 
ners during the past week. The trade 
in fact is more constant. There are 
also appreciable advances in raw ma- 
terial. 

Some of the tanners and dealers 
are reporting a gradual improve- 
ment in sales and they also state that 
shoe manufacturers have but little 
sole leather on hand. Prices of sole 
leathers show no material change but 
are firmer than some weeks ago. 


Improvement in Upper Leather 


Upper leather shows a decided im- 
provement in demand and while or- 
ders are not for very large lots for 
future delivery, the aggregate of sales 
make up a good volume. The large 
shoe buyers of the wholesale trade 
expect to return before September 
first and order heavily for the spring 
and summer of 1922. It is still a 
buyer’s market and the staple grades 
of upper leather are quoted at prices 
which constitute a good buy for the 
money. 

The trade has been somewhat up- 
set the past few weeks in the matter 
of the new Tariff bill and so far as 
hides are concerned, the victory ob- 
tained from Washington is a cause for 
congratulation although the leather 
trade is left without any protection 
which is needed in certain lines. 


Calf Leather 


Top grades of smooth colored calf 
still remain at 50 and 55c. per foot. 
Medium grades range from 40 to 50c. 


and lower grades 35c. There is a 
good call for the lighter selections 
especially in colors. More black calf 
has sold of late. The call also keeps 
up for suedes which have a wide 
range from 50 to 80c. for choice skins. 
The best call in calf lines is for the 
new brown shades. 


Side Leather 


Trading in side leather is not so 
active as in calf and kid, although 


or "Market 
ew of Leather 
Supplies and Prices 
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there is a good call for lighter leather, 


especially in the new finishes. Prices 
show more firmness with full grain, 
colored chrome sides quoted at from 
25 to 32c. for the top grade and 20 
to 26c. for medium and as low as 16c. 
per foot for the lower grades. There 
is a fair call for elk, kip and veal. 
The business in these lines will show 
an increase as shoe manufacturers get 
to working more steadily on heavy 
staple footwear. 


Glazed Kid 
Trading continues good on the bet- 
ter grades of kid in colors. There 
is also a better business in blacks. 
There is a good volume of business in 
the medium and better grades of kid 
at prices ranging from 40c to 60c per 
foot. The best tannages of colors 
(Continued on page 118) 








COMPARATIVE LEATHER AND HIDE PRICES 
Upper Leather (price per foot) 


Pre-War Peak To-day 
Calf, suede, top grade ......... $0.32 a $0.35 $1.40 a $1.50 $0.60 a $0.80 
Calf, smooth colored, top grade.. .28a .30 140a 1.50 45a .55 
Calf, smooth, black, top grade .. .26a _ .28 1.30a 1.40 40a .45 
Side leather, colors, top grade... .18a .22 -75a 1.00 25a .30 
Side leather, black, top grade... .16a .20 65a .90 24a .28 
White buck, top grade ......... 28a  .30 90a 1.00 20a 40 
By PT ME 5i06:555.0.6.5,0.050.0.0.5:6 24a 8 .26 65a .70 20a .24 
Kid, colors, best fancy......... 35a .40 1.50a 1.65 80a 1.00 
Kid, colors, top grade .......... 23a =.35 1.35a 1.60 -70a_ 80 
Kid, black, top grade ........... 28a .380 1.35a 1.50 50a .65 
Kid, medium, colors ........... 20a .24 -70a 1.10 35a  .60 
Kid, medium, black ............ 18a .22 60a 1.00 30a  .50 
Kid, CN idaho 60bS 5 0 :6:0-6 96-40 06a .12 20a  .36 10a _ .20 
Chrome ae WHE s.tc.scasacs 25a .30 85a 1.05 35a 438 
Sole Leather om per ae 
sessions Ms Awddiacigis o0'4-caens 32 58 pS are 
MEE 6 wilcisladenawt-6.54-40604 b0016 one 36 208 We 40a .50 
No. tT Ne IE 6 0:04.0:645:60000% 38a 39 92a .95 po ae 
No. 1 oak bends, shoe mfrs.’ use. .46a  .47 98a 1.05 60a .65 
No. 1 oak bends, finders’ use. 8 2 1.15a 1.25 0a 1% 
Raw Hides val Skins » ates per pound) 
(1913 Av.) 

Native steers, as used in sole 

leather, harness, etc. ........ .a .18% 52a «.55 ASa 24 
Heavy Texas steers, for sole 

PO AP Sr ne a 2 i<ok~ ae sande) ee 
Light native cows, for side upper 

EPR OS err -a 17% wet 12a «13 
Branded cows, for light sole 

Se Pee Pe ee eee .a 17% ee ae i100, ‘<i 
No. 1 buffs, for heavy upper and 

RO: TOOT <6 o.oo 6c b:h0is danweee re ce 45a .50 06%a 07% 
No. 1 Chicago City calfskins, for 

fine calf leather ...........<. -a 17% 80a 1.02% 18a .20 
Kips, for upper leather ........ .a 16% 65a .80 10a .15 
B. A. hides, for hemlock sole 

PP Pere re PE TOO -a_ .30 42a 446 15a .16% 
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Formative 


Shoe 
for 


Women 











Goodyear 


Welt Style 14 


Black Kid Blu. Oxf. 


No. 15—Same in Brown 
Kid 


No. 16—Black Kid Blu. 
Boot — 

No. 17—Brown Kid Blu. 
Boot 





The Sales Influence of Formative 


:. has been interesting to us to note the welcome that dealers 
have, from the very first, given to Formative Shoes for 


Women. 

Analyzing this demand, we find that in addition to their 
appeal on quality and general make-up Formative Shoes 
present a very attractive price appeal. 








In other words, enterprising shoe retailers are glad to handle 
a high-grade orthopedic shoe for women that can be sold at a 
reasonable price and return a desirable profit. 


Usually, so-called “corrective” or “foot-form” shoes com- 
mand premium prices. Formative Shoes do not! 


All Styles In Stock After Aug. Ist. 


Enterprising retailers are invited to correspond with us. 


COTTER spss — 
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Rochester Travelers Hold 
Outing 


The Rochester Association of Trav- 
eling Shoe Salesmen held its annual 
outing at Manitou Beach on Satur- 
day, July 17. About one hundred 
members, with wives and friends, 
motored to the beach. The first thing 
on the program was a buffet luncheon 
on the hotel porch. Next came a ball 
game between the salesmen and the 
factory hands, the former winning 
by a good margin. Frank Rice, of 
the Utz & Dunn Shoe Company, offi- 
ciated as umpire. 

Much amusement was furnished by 
the contests for women. During the 
egg race, which nobody won, owing 
to the scarcity of eggs after the first 
attempt, the fair contestants seemed 
unable to carry an egg on a spoon 
and several frocks as well as white 
pumps were badly spattered. Of all 
the women present, Mrs. James 
Beatty was the only one able to sit 
for 15 minutes without speaking a 
word or smiling. 

The fat man’s race was won by 
Frank Shafer. Fred Brill, president 
of the association, won the swimming 
contest, which consisted of chasing a 
live goose in the water. Following 
the “athletic” “évents, dinner was 
served. 


ar 


SALES CONVENTION HELD 


Round Table Talks Feature Confer- 
ence of Hagerstown Salesmen 


The annual sales convention of the 
Hagerstown Shoe & Legging Com- 
pany was held at the factories in 
Hagerstown over four days—July 20 
to July 23 inclusive. The entire sales 
force with the exception of one mem- 


ber was in attendance; the one ab- - . 


sentee being H. N. Greene of Cali- 


fornia. 
On Wednesday, the leading attrac- 
tion was the ball game in the after- 


noon. On Thursday morning the Mc- 
Kay factory and its product was in- 
spected. In the afternoon the same 
minute inspection was given to the 
stitchdown and legging factories. 
The annual banquet took place 
Thursday evening at the Country 
Club, and there were present besides 
the sales force, the officers of the 
company, members of the credit and 
correspondence departments, and sev- 
eral guests representing the affiliated 
tanneries of W. D. Byron & Sons at 
Williamsport and Mercersburg. A 
very happy item in connection with 








F. J. ROST 


Rost is Chicago representative for the 

Clinton Shoe Mfg. Co., Clinton, Iowa. 

He was formerly. with the Beals Pratt 

Mfg. Co. The Clinton company makes 

a medium priced 7 of men’s dress 
welts 








the banquet was the usual distribu- 
tion of substantial prizes in gold by 
Lewis T. Byron, president of the com- 
pany. 

Friday was given over to the se- 
lection and grooming of samples for 
the approaching road work. In the 
evening the Round-table Talk was 
called to order at 7.30 sharp, this be- 
ing a business talk. At this meeting 
many excellent suggestions were of- 
fered for the detailed improvement 
and advancement of the Hagerstown 
lines. 

Saturday witnessed the usual all- 
day picnic on the banks of the his- 
toric Potomac River. The salesmen 
present were H. P. Burgess of Flor- 
ida, H. B. Wharton of Virginia, J. 
W. Wharton of Virginia, H. C. Clem- 
ent of Oklahoma, W. D. Holmes of 
Alabama, A. G. Gafford of Texas, F. 
A. Lyon of Minnesota, John J. Schil- 
ler of Chicago, K. B. Newcomer of 
Iowa, P. J. Miller of Rochester, 
John H. Dreyer of Baltimore, Elmer 
L. Rapp of New Jersey, C. O. Harker 
of Pittsburg, J. W. Shank of Ohio, 
E. K. Needy of Missouri, L. T. Byron, 
Jr,, of Philadelphia, J. E. Phelan of 
Boston, Chas. P. Ward of Wisconsin, 
G. H. Weaver of Wisconsin, E. Gal- 
lagher of New York City, L. E. Phil- 
lips of Michigan, and L. R. Fairchild 
of Oregon. 


Off on Another Trip 


R. H. Meyer, alias “Caruso,” is 
now on the road with his fall line 
of Helming-McKenzie ladies shoes. 
Meyer began his shoe experience 
about fifteen years ago at the foot of 
the ladder and through persistent ef- 
forts combined with his likeable dis- 
position has won for himself his pres- 
ent position as division manager for 
Missouri, Kansas, Nebraska and 
Iowa. His initial trip was made eight 
years ago. 


George Geran in Europe 


George P. Geran, known to his 
friends as “Jerry,” a member of the 
Boston Shoe Trade Club hockey team, 

(Continued on page 117) 
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Oxfords in Stock 


The season’s best and most popular styles in oxfords are here ready for at 
once shipments. 
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Are you losing 
sales because of 
broken sizes? 


















No. 793—Price $4.50 


Cocoa Calf Blucher Oxford. Tip 
and Ball Strap. Welt. 11/8 










No. 753—Price $4.50 


Cocoa Calf Blucher Oxford. Tip 
and Ball Strap. Welt. 13/8 i a AL 
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No. 766—Price $4.50 


Cocoa Calf. Two Strap. Imt. 
Tip. Welt. 13/8 ae Broad- 
way Last. AA to C. 






Ps 


S 






hed 










Pa yrange oh ba gi " . No. 765. Same in Black Kid. 
i ihe - . 
l sa Bn hk: Poin: 1 ri Pace 2058 





Fill in from our 
complete stock 


b i department. 













No. 769—Price $4.50 


Cocoa Calf Oxford. Tip and Ball 
Strap. Welt. 13/8 Heel. Broad- 
way Last. AA to D. 


Same in Tan Calf. 


No. 795—Price $4.50 


Tan Calf Oxford. Tip and Ball 
Strap. 11/8 Heel. Welt. Princess 


st. 
No. 798. Same in Cocoa Calf. 
AA to D. 


























No. 772. 
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Thomson Crooker 
18 Station Street, Boston 20, Mass. 
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Norwegian 


Veals 


One of Gallun’s specialty leath- 
ers—a heavy, rugged, high- 
grade leather that is the first 
choice of high-grade manufac- 
turers for the popular brogue 
shoe. No ian Veals are 
suitable for both men’s and 
women’s shoes and are pro- 
duced in two colors and black. 
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H. A. ELY, Manager. 





VIKING 
CALF 


A strong grained mellow calf- 


skin that is moisture-repellent. 
This leather does not peel or 
chip and is especially adapted 
for a high-grade shoe. Viking 
Calf is favorably known and 
universally used by discrimi- 
nating shoe manufacturers. It 
takes a brilliant polish and is 
offered for the coming season 
in five colors and black. 





GALLUN QUALITY 


Four Staunch Leathers 


Favorably Known and Universally Used 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, INC. 








mt 
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Mandarin 


Sides 


A chrome tanned side leather 
made in glazed and boarded 
finish and offered in two colors. 
Mandarin Sides are strikingly 
attractive a of a we 
integrity. y are design 

to meet the call for fine shoes 
that can be sold at prices de- 
manded by the great majority. 
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AZTEC 
CALF 


is recognized the world over as 
the standard of excellence for 
Spring and Summer shoes for 
men, women and_ children. 
Pliable and strong, this leather 
is pleasing to the eye and com- 
fortable on the feet. Aztec 
Calf will be offered in the com- 
ing season’s fashionable shades. 


.; 











11 EAST ST., BOSTON, MASS. 
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August must be as it is; 
but next February— 


—that need not be another month 


of slump and sacrifice sales 








Obviously it’s too late to better your store’s position for 
this August. The left-over shoes, the models going out 
of style, must be cleared away at whatever price they’ll 
bring. 

But correct the system that put on your shelves the “sac- 
rifice sale” shoes, that gave you no fresh models to keep 
up your profitable selling—and there’ll be less to worry 
you next February when the old-time slump is due again. 


From now on don’t buy your shoes—your women’s shoes 
—six months in advance of your selling. You don’t 


have to! 








Preventing “‘dull’’ seasons with 
the All Year Selling Plan 


Under the All Year Selling Plan you can choose the most 
stylish Red Cross Shoe models as late as ninety or even 
sixty days before your selling! Red Cross Shoe salesmen 
are now calling on their customers frequently—not just 
twice a year. 


Getting later developments in the mode with a minimum 
of time between their creation and your showing, you 
have at all times the “wanted” shoes, shoes that sell at 
full-profit prices. (Slashed figures, profitless prices are 
demanded by women only in lieu of attractive style. 
That you know. ) 


And because you can buy often under this new Plan, you 
can keep your stock down to a minimum heretofore im- 
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possible. You can more accurately estimate your needs. 
The chance of over-buying is eliminated as effectually as 
the chance of “guessing wrong” on what to buy. 


Furthermore—and this is the knockout blow to Old 
Slump Season—you can have fresh models coming in 
often to stimulate steady, profitable, all-year-around sell- 
ing, August and February included! 


More and more merchants are proving that they create 

their periods of profit; that the year is not necessarily 

made up of two “fat” and two “lean” seasons. And the — 
Red Cross Shoe All Year Selling Plan is helping them. 


Better buying means better selling 


Just ask and our representative in your territory will 
give you the facts in detail—how this modern manufac- 
turer-to-merchant service speeds up the retail turnover, 
enables you to do more business with less capital invested. 
He'll tell you, too, how you can, through simplified buy- 
ing, make the Plan work for you practically throughout 
your women’s stock. 


And he'll bring along some samples of the latest, vogue- 
approved Red Cross Shoes that women will be looking 
for about two months from now. You will not be obli- 
gated to buy. Our bet is that you’ll want to. 


Write—or wire—today. 


The Krohn-Fechheimer Company 


949 Dandridge St., Cincinnati, Ohio 


14th of a series of advertisements on the “All Year Selling Plan” 
appearing in this publication. Look for the fifteenth installment next 
week. 
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STYLE NO. 2455 
Paris Kid Polish on No. 68 
Last, Medium Toe, Kid 
Tip, Turn, 1% Inch Heel, 
7% Inches High. 

Price $8.00 
AA to E IN STOCK 


One of Our Most Popular 
Fine Turn Boots Now 


IN STOCK 


Ready for Immediate Delivery 


“Soft Shoes for Tender Feet” 


J. J. GROVER’S SONS 


COMPANY 
Lynn, Massachusetts 


BOSTON NEW YORK 
80 Boylston St., Little Bldg. 47 West 34th St. 











USMC CORK INSOLES 


for men and women 


A NEW line of durable sheet-cork insoles, reason- 

ably priced. They are covered with hair or 

flannel in attractive colors, cloth-bound or lockstitch 

- edges. Wrapped in packages of a dozen pair—solid 

or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


United Shoe Machinery Corporation - . 


Boston 
J. K. Krieg Company, New York 
Boston 


United Shoe Repairing Machine Co. : . 
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SAILING DATES 


To All Parts of the World 
Key number beside ship’s name indi- 
cates operator shown bottom of column, 
EUROPE 
oo and London. From New 
ork. 
aaa 15—September 20—Old North State 
59) 


September 6—Centennial (159). 
Bremen and Danzig. From New York. 
August 30— Hudson (159). 





7—s (159). 
August 1l0—September 22—October 2— 
Potomac (159). 
Naples and Genoa. From New York. 
Pocahontas (159). 
Plymouth, Cherbourg and Bremen. 
From New York. 
August 27—September 28—America (159). 
September 3—October 4—George Washing- 
ton (159). 
SOUTH AMERICA 
Rio de Janeiro, Montevideo and Buenos 
Aires. From New York. 
August 17—Aeolus (91). 
August 31—Southern Cress (91). 
AR EAST 


Honolulu, Yokohama, Kobe, Shanghai, 
Manila, Hongkong. From San Fran- 
cisco. 

August 30—Hoosier State (105). 

Yokohama, Kobe, Shanghai, Hong- 
kong, Manila. From Seattle. 
September 17—Silver State (106). 





80 Matson Navigation Co. 
120 Market St., San Francisco, €al. 
26 S. Gay St., Baltimore, Md. 
91 Munson Steamship Line 
67 Wall St., New York. 
Tel.. Bowling Green 3300. 
105 Pacific Mail S. S. Co. 
10 Hanover Square, New York. 
Tel., Bowling Green 4630. 
621 Market St., San Francisco, Cal. 
106 The Admiral Line 
st.. New York. 
, Bowling Green 5625. 
L. C. Smith Bldg., Seattle, Wash. 
159 U. S. Mail S. 8S. Co., Inc. 
45 Broadway, New York. 
Tel.. Whitehall 1200. 
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Use It to the Limit 


For many years Ameri- 
can business _ has 
demanded a Merchant 
Marine of its own. 
Hampered by foreign 
preferences for foreign 
merchandise, the mak- 
ers of America’s goods 
appealed through their 
organizations for better 
service,—for American 
service. 

The war made it neces- 


sary for us to build our 
own vessels in great 


number. Fast, sure ves- 
sels that made many a 
swift round trip to sup- 
ply the men on the line. 
Now these ships are 
making the ports of the 
world, carrying Ameri- 
can goods quietly and 
efficiently, — guarding 
America,’s business 
secrets, encouraging 
American trade in every 
land. 


The American Merchant 
Marine is yours,— 


Use It 


U. S. SHIPPING BOARD 
Washington, D. C. 


For sailings of passenger and_ freight 


ships to all parts 


of the world write 


Division of Operations, Traffic Depart- 
ment, U. S. Shipping Board Emergency 
Fleet Corporation, Washington, D. 


[ERICAN SHI 
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SPRING-STE 


Spring-Step Satisfaction 


Spring-Step Rubber Heels are being specified on 
more leather shoe orders today than ever before. 








Recognized as a high quality heel which grace- 
fully sets off the finest footwear, Spring-Steps 
are especially popular with shoe retailers this 
year because they know that all orders for leather 
shoes with Spring-Step Heels attached will be 
filled without delay or difficulty. 


Spring-Step Satisfaction is more than.a prom- 
ise— it is performance. A_ good thing to 
remember when making out your shoe orders. 








United States Rubber Company 
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Number 461—A shoe made in the 
superfine Quality in Mahogany or 
Brown Calf at $6.25. Also in a 
No. 4 Norwegian or Black Nor- 
wegian Calf at $6.50, and Boarded 
Tony Red at $6.50. Prices are 


Less 2 per cent Discount. 
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NUNN-BUSH SUPERFINE SHOES 











An organization that has been highly trained in 
honest shoe craftsmanship, using only the highest 
grade of materials in the construction of Nunn-Bush 
Shoes, has been able, through its efforts, to give these 
shoes a reputation that is most enviable. 


NUNN-BUSH & WELDON SHOE CO. 
MILWAUKEE WISCONSIN 
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BIDS FOR YOUR BUSINESS 


Midd 


= 


ARISTO c\x HOSIERY CO. 
19 East 24th St. “Sr* New York, N. Y. 


end TS 
STYLE NO, 1860 STYLE NO. 810 
Full-fashioned, pure thread Semi-fashioned, pure 














silk embroidered self and con- thread silk, plain colors, 
trasting color clock, lisle sole fine gauge, reinforced sole 
toe and top with reinforced and toe with high spliced 
high spliced heel. Quarter heel and cotton top, Quart- 
dozen of one color in a box. er dozen of one color in 
9% to 11%. Black with a box. 9% to 11%. 
black clock; black with white Black, white, grey, cor- 
clock; white with white clock : dovan, navy. ..... $7.00 
white with black clock; cor- 

dovan with cordovan clock. 


$15.00 
Every Style Is Sized 914-1116 
Terms 2% Ten Days or Net Sixty. 
STYLE NO. 980 








Full-fashioned silk plated, woven ™ 7 
stripe, embroidered contrasting STYLE NO. 806 
color clock, double heel and toe. 7 
Quarter dozen of one color in a = gue — ee - 
box. 9% to 11%. Order by plain colors, reinforce¢ 
sumber--— - 3 sole and toe with high 
l. White embroidered clock on black and white ground with — a and lisle top. 
white and black stripes. ne-half dozen of one 
2. Black embroidered clock on white and black ground with color in a box. 9% to 
black and white stripes. 11%. Black, white, grey, 
3. Black embroidered clock on navy ground with black and cordovan, navy....86.00 
navy stripes. 
4. Black embroidered clock on green ground with black and 
green stripes. 
5. Black embroidered clock on purple gzound with black 
and purple stripes. 
6. Brown embroidered clock on Russian calf with green 


“and Russian calf stripes. 
7. Cordovan embroidered clock on green ground with 
brown and green stripes. 


$10.50 









Buying in Balk 


Grocers used to display their wares by placing them in 
bushel baskets on the sidewalk. In those days customers often 
paid for dirt when they were buying coffee. 

Then came the day of standardized merchandise. Grocers 
gradually learned to sell their wares in sanitary packages, trade- 
marked for definite quantity and quality. 

Advertisers used to buy space in publications “in bulk.” 
Like the old-time grocer’s customers, they frequently received 
as much refuse as ‘‘coffee.”’ 

The Audit Bureau of Circulations has done for advertising 
what standardized merchandise has done for the consumer. It 
has marked circulation with a stamp of accuracy. 


| In the Boot and Shoe Recorder’s circulation an advertiser 
; buys a definite and known quantity. Its records are audited 


' by the A. B. C. 
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JHOE ORDERS ARE RUNNING. 


As [1GH As TO % 16 OxFORDS 


with skirfs nine inches from the grouno! 


Oxfords demand Spats! and the new skirt is the ideal spat length. This means 
that more than half your Shoe customers are potential Spat Customers. 


The merchandising advantages and profit opportunities 
of Standard Spats are such that every keen merchandiser 
knows that Standard Spats should be his only choice. 


Conforming with the Paris rage for combinations in Biack and White, we are 
especially featuring new designs in WHITE SPATS trimmed with Black. 


SATINS 
for 
Semi-dress 


SATIN 
TRIMMED 
Style for 
Street 


STUNNING 


Rep U.S Pee. On. 


SPATS 


310 to 318 SIXTH AVENUE, 
NEW YORK 


S. RAUB no Be prenssnninasat 


TAMARERS CHINE Se 


LEATHER 

TRIMMED 

Models for 
Sport 


STAPLE 
NUMBERS 
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REGAL Svy/e 


The REGAL 
RUGBY 


$585 


Regal Shoe Company 8 SUMMER sTREET Boston, Mass. 
CHICAGO SAN FRANCISCO 


200 South State St. Cor. Fourth and Market Sts. 
1931 Republic Bldg. 910-912 Pacific Bldg. 


NEW YORK CITY 


1369 Broadway 
(at 37th St.) 


E. M. Webster 


J. J. Gaffin 


C: Nelson 
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Extraordinary! 


A real, he-man brogue 

oxford, made of Gal- 
lun’s Black Scotch Grain 
leather. The soft toe is 
reinforced by a cemented 
canvas box; heavy sole, and 
a rubber heel as well. 
—And notice especially the 
pricel 


Stock No. 1260 


cae en 


SATS 
7 Shag ae Bawhss 
Ks 


You should have a copy 


of this booklet, titled “Keeping Your 
Dollars at Work.” It illustrates, in 
colors, In-stock styles that can be 
secured immediately to meet the de- 
mand for stylish shoes at reasonable 
prices. The shoe above is taken from 
one of the pages of this booklet. 


Just ask for “The Dollar Booklet” 
on your letterhead. 
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LADIES’ PLAIN 


Our Ladies’ Plain Toe Bal is distinctly a com- 
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TOE BAL 


It is made on broad common sense 


lines with either leather or rubber heels and is 
certain to appeal to the woman who must have 
comfort and service. 


-ulnll 
Service in Staples 


To enjoy good shoe store reputation you 
equipped for service. Your novelty footwear must 
be indicative of the prevailing style tendency and 
your staples calculated to give a substantial satis- 


FISHER 


faction. 


Staples must be of good mate- 
rials, well put together and as 
pleasing to the eye as their 
principal requisite—comfort— 
permits. 


years spent in 
satisfactorily combining these 
salient points has made the 
name of FISHER synonymous 
with service-giving shoes. 


Twenty-five 


oA SPisuer BSN 


LYNN, M 


TEE 











must be 


066 
LADIES’ SEMI-DRESS POLISH 
There is a steady demand for this useful shoe, a 
demand which testifies to its twin factors of ease 
and appearance. It sacrifices neither fit nor 
economy, but is no less stylish on that account. 
The quarter is seven inches high and we furnish 


this shoe with leather or rubber heels, which- Lis | 


ever you choose. 











swccesso7s to GEO. J. WILSON, INC. 


Ghe( ARPENTER SHOE ()MPANY Mn 


INFANTS FOOTWEAR 


ience. 


BUILDERS OF 


The Leading Infants House— AN 


because our Quality and 
Service is pleasing the 
largest percentage of re- 
tail stores in the country. 


Our extensive Stock of 
Infants’ Soft Soles and 1 
to 5 and 4 to 8 Turn 
Shoes is for your conven- 

















Style B 200—Full Quarter 
soft sole in White, Black, 
Chocolate, Tan, Cream, Grey 
—0 to 4. Price $8.25 per 
doz. Same colors in Turn 
first step 1 to 5 Fancy Button 
and Tassel, Price $1.20 per 
pair. 
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| LINDNER a FALL 


F you made the style show 
circuit this year, you must 
have observed the optimism 
prevalent among manufac- 
turers and merchants. 


A goodly number of mer- 
chants favored Lindner with 
visits, and voiced high ap- 
praisal of the Lindner offer- 
ing for Fall. 


We are pleased with the 
comments of representative 
store-owners, and take pride, 
therefore, in recommending 
to you our line for Fall. 


«Lindner Shoe Company 


Carlisle, Pa. 
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Show, where the “‘Dalco’’ Beaded Tassel came 
greatly into favor. This latest novelty is a com- 
bination of shoe button and bead tassel and is easily 
attached, the same as any button, to the shoe. It 
is made in various combinations of buttons and 


beads. 


Leading manufacturers have this latest novelty in 
their line. Be sure you call for and get the genuine 


“Dalco”’ Beaded Tassel. 





THE DALRYMPLE-PULSIFER .CO. 


HAVERHILL, MASS. 
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“The Golf Shoe “Par Excellence 
Carrica the t¢Steady=Man’’ Golk Sole, made right, because the 
“Rubber Spikes hold Che wearer sbeady. They give you Che sure stance 
ou need. 
' “Ready or Shipment 


Stock No. 1002. Women’s—with Stock Wo. 762. “Wen’s—with 
Wedge Heel GG=D “Price $7.00 Spike Heel GG=D “Price $7.00 





“The “Preston “13. Keith Shoe Co. 


UN. As, 299 “Broadway, “Room 415 
“Boston, 207 Gasex Slreel 
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SOUR PO RORBOREERER 


The New 


VULCO-UNIT 


LTT 


ani 


Lit 


END BOX TOE 


Designed for 


Soft Toe Shoes 
Golf Shoes Soft Toe Brogues 
Plain Toe Dancing Pumps 


MGROERRRERURROCCERREREREROREE 
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Prevents the toe from wrinkling and gives greater comfort to the 
wearer. 


Th 


Water-proof and Perspiration-proof 





The genuine “VULCO-UNIT” BOX TOE is made by the Beckwith Manufacturing Co. 
and is sold only by them and their authorized agents as listed here. 


Apparatus, Process and Products Patented. 


BECKWITH MANUFACTURING CO. 
111 SUMMER STREET lean BOSTON, MASS. 


G. W. KIBBY & CO. OSCAR F. WRIGHT & OO. GRO. A. SPRINGMEIBR ~ 
Chicago, Ill. St. Louis, Mo. Cincinnati, Ohie 
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and 


WHITE CANVAS 


Whites are generally scarce. If you 
want some quick, order from us. 


BLACK SATIN 


The most talked of Fabric at the New 
York and Boston Style Shows. 








IN 
STYLE 


IN 
STOCK 


No. B-110 


























HALF LXV HEEL ; BABY LXV HEEL 
B-110—Black Satin Turn, 1 Strap........... $3.25 Terms B-195—wWhite Duck Turn, 1 Strap.......... $2.50 
B-200— White a Turn, 1 OS és ‘s coness 2.50 B-140—Black ey Pa i, is a. conan 3.25 
Turns B, C and D, 0 8. q Turns and 0 
B-170—White Canvas Imit. Turn, 1 Strap, C 2 oO 10 Days B-165—White —— Imit. Turn, 1 Strap, C 
am@ D, 9% 00 &. .cccccccocsecocccoee 2.00 GE TA. Bee BD Goccccccassscesececce 2.00 









































BUY OR RENT 


AN 














ELLIOTT 


BUTTON ATTACHING 
METALLIC FASTENER 
MACHINE 





STANDARD OF THE WORLD 





Thirty-two Years’ Continuous Service 


Consult Any Shoe Findings’ Jobber. 








No. 217— Gun 
metal foxed laced 
mat calf top. First 
quality special 
tanned flexible oak 
soles in stock 5/8, 
8%-11, 11 %- 

Double Goc ody ear 
stitched process. 


No. 214 — Same 
as.above in button. 





H. F. 


CHICAGO 


By Name 
and 
By Nature 


Health Maker 
Shoes will stimu- 
late sales in your 
children’s depart- 
ment. 


Why? 


Because they are 
built to two stand- 
ards—Qvality and 
Comfort. 


Let us send you 
samples. 


Malott Shoe Co. 


Manufacturers 


ILLINOIS 



































ree J 


August 6, 1921 BOOT AND SHOE RECORDER 103 


“Makes Better Footwear” 


say the great rubber companies 


KENDEX has been selected to be used ex- 
clusively in rubber soled canvas footwear by 
practically all large rubber companies. 

This choice has been made only after their 
buyers have tested and retested many differ- 
ent materials. 

Experiments show that KENDEX is a non- 
conductor of heat, and that it can be vulcan- 
ized at an intensity of 300 degrees and still 
be unaffected. It eliminates burning and 
stinging feet, does not become hard, is ab- 
solutely fast color and uniformly flexible. 

Among the many rubber companies using 
KENDEX are: Hood Rubber Company, Bea- 
con Falls Rubber Company, Canadian Con- 
solidated Rubber Company, Limited, The 

’ Northern Rubber Company, Limited, Ames, 
Retailers: Holden, McCready, Limited. 

Shoe merchants, jobbers and manufactur- 
ers will find that, all things being equal, the 
footwear with KENDEX will give the greatest 
consumer satisfaction. 


Kendex Slip insoles 
will not bunch, crack 
or curl. Packed one 
dozen pairs assorted 


sizes. Order a sam- 
ple lot at once. Samples will be gladly sent upon request. 


Kenworthy Brothers Company 


Stoughton , Mass. 
4/80 








Aenworthy Brothers ca Canada Lt, St-Johns, P.Q., 
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No. 1838 
Black Patent Leather Three Strap, 
Nickel Buckles, a —, 

°K Sole, C i Ss, 
Tip, McKay Sole 43.60 









No. 1837—Same styie Brown 
Seotch Grain. Imitation Wing 
Tip, C-D_ Widths. .83.60 
No. 1836—Same _ style 
BI’k Scotch Grain. $3.60 






















No. 1273 
tj’, Black Calfskin 
ide 






‘ it Three Strap, 
uit ‘ Nickel Buckles, 
‘ Pp, Goodyear Welt Sole, AA- 
A-B-C Widths ......... $5.25 
No. 1272—Same Style Tony 
Red Calfskin .......... $5.25 














1177 





No. 


Brown’ Brazil- 
ian Kid Oxford, 
Fiat Heel, Im- 
itation Ball Strap, Orange Stitched, Flex- 
ible McKay Sole, A-B-C-D Widths. 84.25 
No. 1180—Similar Pattern Brown Ox- 
ford, 13/8 Military Heel, Imitation 
Straight Tip, A-B-C-D Widths... .$4.25 


Brown Mahogany Calfskin Oxford, Im- 
itation Tip and Ball Strap, Goodyear 
Welt, AA-A-B-C-D Widths ...... $4.85 
No. 612—Same Style in Black Patent 
Leather, Imitation Square Wing Tip, 
Leather Heel, A-B-C Widths ....%4.50 


Black Glazed Kid Oxford, Goodyear 
Welt, High Grade Make, A-B-C-D Widths, 





No. 2683 


Black Patent Leather Toddle 
Sandal, WMexible McKay Sole. 
COEF WD éccccccnpecé $4.00 


No. 2684—Same Style Black ' 
Demi-glazed Kid.......... $4.00 N O V BR | T Y 


“True to 


: 32 S. WELLS ST. 


No. 606—Same Style in Tony Red 
Calfskin, AA-A-B-C-D Widths....$4.75 
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YOUR 
ORDER 
SHIPPED 
SAME 
DAY 
RECEIVED 
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Fine Quality Black Satin Two _ Strap, 
lexible Sole, AA-A-B-C Widths. 
Very Flex $1.85 


We 


27 35 (1 


e 
— 
EE 










No. 3211—Same style 
in Junior Heel...$4.85 


Am Mus 
ile ae 









Black Demi-glazed Kid, Patent Lea- 
ther Two Strap’ and Collar, Junior 
Heel, AA-A-B-C Widths...... $4.85 


No, 3204—Black Kid with Satin 
Straps and Collar, Imitation Straight 
Ti $4.85 








No. 3201 









All Black Ooze Calf Two 
Strap, awe Heel, AA-A- 


BO WHIM ..o.0.0.000 $5.85 
No. er in Full 
Louis Heel ........ $5.85 





Black Glazed Kid Two Strap, Good- 


year Welt, Imitation Straight Tip. Ne. 
7 


1969 


A-B-C-D Widths. ........0.. $4 Finest Quality Black 
No» 610—Same in Five let Ox- Satin, One Patent Lea- 
ford a rere ie - $4. - ther Strap, Red Kid 


Insert, Red Silk Stitch- 
ed, New Process Flexible Sole, AA-A-B- 
GD WIM ceccccscccccccscceses $6.25 


No. 4948—Similar Style in all Black 
Satin One Strap, Turn Sole, A-B-C 
WIENS scope cccccpccccccecscees $5.50 





No. 3209 
Black Patent Leather Black 


fe H O EK. C O Full ‘Louis Qovered Heel, A: 
s B-O Widths $5.00 


Satin, Two Strap and Collar 


No. 3208—Same Style in 
Its Name’’ Junior Heel, AA-A-B-C 


WH, 0.00686Reeesaed $5.00 


- = = = CHICAGO 


















106 BOOT AND SHOE RECORDER August 6, 1921 














No. 13711, 
HYGRADE 


WYGRADE ENAMELLED BUCKLES imon cast 


IRON 
OR 


NON RUST 
NON RUST THAT HARMONIZE WITH COMPOSITION 


COMPOSITION STYLISH SUMMER FOOTWEAR 


Harmony is the keynote of summer. 
We manufacture a large assortment of 
buckles to match leathers which will 
be popular all season. 
Samples sent free upon pe an 


No. 1141 request of manufacturers. COMPOSITION 
BRANCH 


COMPOSITION NORTH & JUDD MFG. CO. SALES OFFICES 
NEW BRITAIN, CONN. _ NEW YORK 
ALL LEADING - ; ™"T) CHICAGO 
JOBBERS SELL , . ST. LOuIs 
SAN FRANCISCO 


OUR PRODUCTS. ANCHOR HARDWARE 
BRAND PRODUCTS 







































REPCO—the enamel your patrons demand 









Repco is a popular, easy-selling brand It keeps their shoes looking trim 
of heel and edge enamel. and new and stylish. : 
Repco is made in all the fashionable 
; ’ shades: white, ivory, light gray, dark 
It is easily applied—a brush with gray, champagne and Havana brown. 






Your customers like it because 









every bottle. For sale by shoe findings jobbers. 
It clings evenly to the surface—it Make sure of a prompt delivery: or- 
‘ does not rub off. der some Repco today. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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NEW STORES 


Arcadia, Kansas—Carl F. Brigg, boots 
and shoes, etc., reported recently 
commenced business. 

Boston, Mass.—Edgar K. Brown, boots 
and shoes, reported recently com- 
menced business. 

West New York, N. J.—The Kay Shoe 
Shop, boots and _ shoes, reported 
recently commenced business. 

Funkstown, Md.—Edna P. Leiter, general 
store, reported recently commenced 
business. 


BUSINESS CHANGES 


Salem, N. H.—Harry lL. Morrison, boots 
and shoes, reported partnership with 
Arthur Schoshusen dissolved. 

New York City, N. Y.—Abo Abraham, (150 
Madison Street) boots and shoes, etc., 
reported succeeded by Albert Abo. 

Stockton, Kan.—Balmer Clothing Co., 
boots and shoes, etc., reported suc- 
ceeded by Clayton & Colson. 

Chicago, Ill.—G. & W. Booterie, (Gerts 
& Wilk, Prop.) boots and shoes, re- 
perted succeeded by Lipshitz & Wilk. 

Deltaville, Va.—M. A. Jackson, general 
store, reported succeeded by L. H. 
Jackson. 

Brooklyn, N. Y.—Mackey Starr Co., man- 
ufacturers boots and shoes, reported 
succeeded by Mackey Shoe Co., Inc. 

Detroit, Mich.—J. F. Muenz, Est., boots 
and shoes, etc., reported succeeded by 
Muenz Shoe Shop, Inc. 

Brockton, Mass.—Puritan Shoe Mfg. Co., 
shoe manufacturers, reported suc- 
ceeded by Sporwin Shoe Co. 

New Britain, Conn.—Henry Sirkin, boots 
and shoes, reported succeeded by J. 
Cc. Cohen. 

Fort Mill, S. C.—R. F. Grier, boots and 
shoes, etc., reported sold out to M. 
A. Cohen. 

Melfa, Va.—J. W. Lauden, general store, 
reported sold out to L. R. Bell. 

Ctter Lake Station, Ont.—Powell & Co., 
general store, reported closed out of 
business. 

Tampa, Fla.—Young Men’s Shop, boots 
and shoes, etc., reported sold out to 
W. D. Bailey. 


BUSINESS EMBARRASSMENTS 


Chester, Pa.—The Derrickson Co., boots 
and shoes, etc., reported assigned— 
meeting of creditors for July 

West Point, Ga.—Jacobs Bros., boots and 
shoes, etc., reported called meeting 
of creditors for July 29. 

‘Brooklyn, N. Y.—Philip Michaelson, (4101 
13th” Ave.) boots and shoes, reported 
called meeting of creditors. 

Niles, Ohio—Niles Shoe Co., boots and 
shoes, repcrted called meeting of 
creditors for July 22. 

New York City, N. Y.—Louis Pector, (1425 
2d Ave.) boots and shoes, reported 
called meeting of creditors. 

Newark, N. J.—The R. Shoe Co., Inc., (also 
branches) boots and shoes, reported 
called meeting creditors. 

Brooklyn, N. Y.—Berkowitz & Tannen- 
baum, (J..& J. Shoe Shop) (981 Flat- 
bush Ave.) boots and shoes, reported 
assigned. 
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Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 





Red Hill, Alberta—Ernest Bridgett, 
general store, reported assigned. 
Burdett, Alberta—Burdett Cash Store, 
(Geo. Henry Robinson) general store, 

reported assigned. 

St. Jean Baptiste, Manitoba — Eugene 
Carbonneau, general store, reported 
assigned. 

Granger, Wash.—Cash Merc. Co., boots 
and shoes, etc., reported assigned. 


Swan River, Alberta — Robert Henry 
Cormier, general _ store, reported 
assigned. 

Holyoke, Mass.—Economy Shoe Store, 


(Louis Glassman, Prop.) boots and 
shoes, reported assigned. 


Carbon Hill, Ala.—The Fair Store, Inc., 


boots and_ shoes, _ etc., reported 
assigned. 
Montreal. Quebec—Joseph Fazio, boots 


and shoes, etc., reported assigned. 
Falher, Alberta—Vezina Gamache, general 
store, reported assigned. 
Montreal, Quebec—Hub Shoe Co., boots 
and shoes, assigned to V. Lamarre. 


Humboldt, Manitoba—Hubert P. Lemon, ° 


general store, reported assigned. 
Abernethy, Saskatchewan—Miller Bros., 
general store, reported assigned. 
Merritt, British Columbia—A. H. F. Mc- 
Lean, general store, reported assigned. 
Wakaw, Saskatchewan—Nagy ‘& Goller, 
general store, reported assigned. 
Charlesbourg, Quebec—Luc Pelletier & 
Co. general store, reported assigned. 
Cochran, Alberta—H. M. Reeves, general 
store, reported assigned. 
Herbertville Station, Quebec—Simard & 
Co. (Reg), general store, reported 


assigned. 

St. Paul De Metis, Alberta—George Albert 
Snobelen, general’ store, reported 
assigned. 


Valley Junction, Quebec—Leonidas Tardif, 
general store, reported assigned. 
Keener, Ala.—J. M. Adams, general 
store, bankruptcy petition reported. 
Martins Mill, Texas—W. M. Barber, 
general store, bankruptcy petition 
reported. 

Crockett, Texas—A. B. Burton, boots and 
shoes, etc., bankruptcy petition re- 


ported. 

Memphis, Tenn.—Dan Carruthers Co., 
dry goods, etc., bankruptcy petition 
reported. 

Chesterfield, S. C.—D. C. Chesterfield Co., 


boots and shoes, etc., bankruptcy 
petition reported. 

Forest Home, Ala.—T. Henry Crenshaw, 
general store, bankruptcy petition 
reported. 

Baltimore, Md.—Harry Diamond, boots 
and shoes, etc., bankruptcy petition 
reported. 

Jackson, Mich.—Patrick J. Doyle, boots 
and shoes, bankruptcy petition re- 
ported. 

Rittman, Ohio—Samuel Escovitz, shoes, 
etc., bankruptcy petition reported... , 

Athens, , Texas—J.; W. Garrett, boots’ ara 
shoes,etc., bankruptcy petition re- 
ported. 5 - 

Savannah, Ga.—Greenberg & Robinson, 
boots and shoes, etc., bankruptcy 
petition reported. 

Watertown, N. Y.—Hodgin & Beckwith, 
boots and shoes, etc., bankruptcy 
petition reported. 


.- Sparta, Ga.—Chas. 
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New Orleans, La.—Otis Hoffpaur, general 
store, bankruptcy petition reported. 

Lima, Ohio—Horner & Seteinle, boots and 
shoes, bankruptcy petition reported 
with liabilities of $25,000 

Houston, Texas—Houston Shoe Co., 
wholesale bocts and shoes, bankruptcy 
petition reported. 


Detroit, Mich.—Stefan Kaminski, boots 
and shoes, bankruptcy petition re- 
ported. 


Paterson, N. J.—Max Karas, boots and 
shoes, bankruptcy petition reported. 

Hodges, Ala.—J. J. Lawter, general store, 
bankruptcy petition reported. 

Chicago, Ill—Adam Leibovitz, (9 No. 
Paulina St.) boots and shoes, etcy 
bankruptcy petition reported. 

Midland, Ohio—Frank J. Martin, general 
store, hankruptcy petition reported. 

Buffalo, N. Y.—Joseph Monsour, boots 
and shoes, bankruptcy petition re- 
ported. 

Detroit, Mich.—New Emporium, (A. Blu- 
menau & Son) boots and shoes, etc., 
bankruptcy petition reported. 

Hartford, Conn.—Quality Boot Shop, (1. 
& H. Noll & Worden), boots and 
shoes, bankruptcy petition reported. 

R. Rhodes, general 
store, bankruptcy petition reported. 

Cleveland, Ohio—Rosenberg Co., boots and 
shoes, etc., bankruptcy petition re- 
ported. 


Lynn, Mass.—Sarota Shoe Co., manu- 
facturers, bankruptcy petition § re- 
ported. 

Gloversville, N. Y.-— L. Slupsky, 


(Guarantee Shoe Co.), boots and 


shoes, receiver appointed. 


Malone, N. Y.—Max Tolansky, general 
store, bankruptcy petition reported. 


Ranger, Texas—Guarantee Shoe Co., 
boots and shoes, reported offering to 
compromise at 50 per cent. 


Detroit, Mich.—Benjamin J.-Hack, boots 
and shoes, reported offering to com- 
promise at 40 per cent. 

Holden Boot Shop, (Howard J. 
Wines, Prop.) (Holden Ave.), boots 
and shoes, reported offering to com- 
promise at 35 per cent. 


Murrysville, Pa.—Murrysville Supply Co., 
boots and shoes, etc.,. reported offer- 
ing to compromise at 50 per cent. 

Paterson, N. J.—Nagler Shoe Co., Inc., 
boots and shoes, reported offering to 
compromise at 50 ey? cent. 

Little Rock, Ark. — E. Tannebaum, 
(Reliable Popular Price Shoe Store), 
boots and shoes, reported offering to 
compromise at 30 per cent. 

Waco, Texas—Texas Dry Goods Co., 
boots and shoes, etc., reported’ offer- 
ing to compromise at 50 per cent. 

Newark, N. J.—Louis Weiner, boots and 
shoes, reported offering to compromise 
at 20 per cent. 

Brooklyn, N. Y.—Abe Yellin, (121 Haver- 
meyer St.) boots and shoes, reported 
offering to compromise at 50 per cent. 

New York City, N. Y.—Harry Cohen & 
Co.,-boots and shoes, reported asking 
general éxtension. 

Hoboken, N. J.—Max Lehman, boots and 
shoes, reported extension granted. 
Hackensack, N. J.—Minna A. Blumberg, 
boots and shoes, etc., reported selling 

out. 





































Canvas Cream come $2.00 a dozen $22.32 a gross. 
buck Powder is $1.50 a dozen, $15.00 @ gross. 


Dye, Ooze Dressing and Boston Dye and Polish. 


Boston White Kid Dressing, White Canvas Dressing and 


BOSTON BLACKING CO. 
East Cambridge Mass,U.5.A. 


products: Boston Kid and Cloth Cleaner, Uniformer and 
Polish, White Heel and Edge Stain, Kid Dressing, Black 












but old to shoe manufacturers who have 
been using Boston Blacking Company’s 
dressings, polishes and finishes almost 
exclusively for thirty-five years. 


A worthy record and one which will im- 
press the average customer of the qual- 
ity of the Boston Line. 


Boston White Kid Dressing, Boston Nu- 
buck Powder (in bags), Boston White 
Canvas Cream and Canvas Dressing are 
popular sellers right now. 


Ask your jobber, if he cannot supply you, 
write us. 








































“AUTOMNE” 


2 or 3 Buckles 


t 


Tongue 


Without 
Tongue 


Romp. saphee 
BROOKLYN. 

















Axgust 6, 1921 BOOT AND SHOE RECORDER 1d 


a FH es ahi =p eee eee HO te Ee: og 


LAWRENCE 
LEATHERS 


Ke 3 3 AEE: 


Te oe oo od 


— 


The Latest Shade in Fashionable Nubuck 


BAMBOO 


—as beautiful in color as it is pleasing in texture. 


“~~ 


For beautiful effects at popular prices, Nubuck is invalu- 
able and among Nubucks we call your especial attention 
to the new color—number 30—Bamboo. 


It’s a handsome, soft, gray-brown—an ideal shade for 
that “‘quality’’ look which attracts and convinces the 
style-seeking trade. 


~ 
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Let us send you a sample. 


2 3D >- 


A.C. Lawrence LeatherCompany 
161 South Street ,Boston .Mass. 


NEW YORK - CHICAGO - ROCHESTER 
PHILADELPHIA 
CINCINNATI 
MILWAUKEE - ST.LOUIS 


> 





DEFH+- DDD ++ 


“Lawrence Leathers Are Reliable Leathers” 
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Boston ‘Qffice, 117 Lincoln St. 


We make this shoe of heavy water- 
proof construction, also of light, 
flexible leather in Calf, Brown and 
Black Vici, made in all combination 


sizes, AAA-B to EE wide. 


, BROCKTON (Ca 


Detroit Office, 213 Bowles Bldg. Philadelphia Office, 411 Forrest Bldg. 
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Heavy 
Leather 
Heel 
Support 










rockton Shoes 


On July 2nd we advertised our “Korn Killer” 
shoe in the trade’s business papers, and the re- 
turns were so large that we shall be unable to 
accept further orders until October first. . The 
universal demand for our men’s Goodyear Welts, 
together with our special “Korn Killer’’ shoe, will 
keep our factory running to fullest capacity until 
above date. 


We are the only factory in Brockton district to 
double capacity during the last year. 


THINK THIS OVER, MR. RETAILER—If our 
shoes interest others to this extent they surely 
will bring business to you. 








Heavy leather heel support keeps 
foot in place, and allows the weight 
of body to be distributed where 
nature intended it, rather than 
crowding the toes into the fore part 
of the shoe and resulting in corns 
and sore toes. 


Sion), MASS. 
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DAVE W. SAIFER 


Formerly Secretary and Buyer for Novelty Shoe Co. 


Wishes to ANNOUNCE to his many FRIENDS the 
OPENING OF 


CHICAGO’S NEWEST WOMAN’S NOVELTY FOOTWEAR 
IN-STOCK HOUSE 


FEATURING ALL THE SEASON’S LATEST STYLES 


New York’s Biggest Craze 
GRECIAN SANDALS 
On the Floor Ready to Ship 


Pat. Welts 
1-2-3 Strap Effects 


$5.25 


Pat. 2 Buckle 
Flexible McKay 


$3.85 





DAVE W. SAIFER SHOEF CO. 


37 So. Wells St. CHICAGO, ILL. 
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Our LEATHERS contribute STYLE 
and QUALITY to the shoes of ORIGI- 
NAL DESIGN in VOGUE today. 


Prices are reasonable, making possible 
BEST SHOE VALUES. 


If you have not received sample cut- 
tings, write for same. 


MONARCH LEATHER®, 


CHICAGO e ILLINOIS. 


Be ee NO) 
No. 13—OPERA No. 12—EVERETT 


- s a : 
wer eos: Kasiephit Slippers “i022. 


Kid Quarter and Sock. 






























Vici. 
Full Leather Lined. “Their sale knows no Seasons”’ 







Wire or write today for 
prices and delivery date. 


ABBOTT SHOE CO. 


Manufacturers for the Wholesale Trade 
Factory: North Reading, Mass. 
Boston Office: 207 Essex St. 


= ee 


32767-10—Palm Plant, natural pre- M4 - 
pared, everlasting. The Fire Fiend 














2/9) 











Inches Palm With Without 


High Leaves Pot Pot may get in his work on your store at any time. Are 
82767-4 24 4 $1.10 0.60 . i ? 
82767-5 30 cS 1s ° “1B you amply protected against the damage he may do? 
82767-7942 7 2.50 2.00 Let us show you how to cut your fire insurance costs 


82767-10 48 10 3.00 2.50 
My ILLUSTRATED CATALOGUD 


No. 82, containing Decorative Flow- 
ers, Plants, Vines, Garlands, Hang- 


FRED FOR THE Askin." °4 Fitchburg Mutual Fire Insurance Co. 
Fitchburg, Mass. 


and still be covered to fullest extent. 


NK NETSCHERT The city of 141 diversified industries 99% of which are 
No. 61 Barclay St. ; New York, N. Y. locally owned. 
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Woman’s Flexible McKay. 
Tan Calf, Ball Strap Oxford, 
Cuban Heel, New Vogue Last. 


4846—C and D, 2% to 8..... 









Misses’ and Children’s Tan Side, 
ip Lace, Snap Last. 


7713—5 to 8 $2. 

7712—8% to 11, Spring Heel... .. 2.35 

2 7711—8% to 11, Low Heel........ 2.35 
SUE EE OF B.....00000000504 2.60 


8400—2% to 7, New Last Co-Ed... 3.25 


Bvavive\b(@Xt@\t evi /avtie\ 
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Ezeaz Welt, Women’s 
Flexible English Oxford 
Rubber Heel. 









4768—Brown Kid .....$3.50 
4769—Black Kid ..... 3.15 





‘SELL TWO PAIRS INSTEAD OF ONE 






When. women come in to buy shoes for their children, the shopping 
instinct prompts them to look around for something suitable for them- 
selves. It will pay you to stock the 3 W’s LENOX Flexible McKay 
together with the Flexible English Oxford. Your women customers 
will be pleased when they find such an agreeable combination of style 
and comfort. Be sure to request these two live numbers in your order. 
All in stock, of course. 

















YI LLOO LOAD NEO SOP YL OOO LODO YS 


Weimer, Wright & Watkin Co. 


Manufacturers 


35 S. SECOND ST. PHILADELPHIA 
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SCHOOL 
SHOES 


Less than a month to 
the opening of school 
—are your shelves RUBBER HEELS ON EVERY PAIR 
ready? A_ complete 
line of the famous 


“ ASBORN ” 


nature-shaped shoes are 


No. 2051 


now 


IN-STOCK 


awaiting your order. 


CHIPMAN, HARWOOD & CO. 


No. 2055 











IN STOCK 


Two models for early Fall 
Wear— 


shoes that can be sold 
at a price that will meet 
the approval of the 
most thrifty woman. 
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CADET LAST 
2036 Boys’ Mah. Calf Bal Ball 
Strap, 244-5%, $4.25. 
‘7 Youths’ Mah. Calf Bal Ball 
Strap, 1-2, .00. 
Boys’ & Youths’ Mah. Side, 
1-2, $3.25; 2%-5% 50, 
Boys’ & ed OO Mah. 
=. Strap, 1-2, $3.50; 2% OK, 


2059 Boys’ s Youths’ G. M. Side, 
3.50. 


2093 M. 
Ball Strap, 1-2, $3,507 2%- 5%. 
$3.75. 


FOOTFORM LAST 
ths’ Tan Calf 


. G. and Youths’ Mah. Side 
» 9%-18%, $2.75; . 
L, G. and Youths’ G. 
Bal, 94-13%, $2.75; 1-2, $3.25. 


ENGLISH LAST 
Boys’ and Youths’ 7 Calf 


Ral. 1-2, $3.25; 2%-5, $3. 
2 Boys’ and Youths’ Mah, Side 
ae Ball Strap, 1-2, $3.50; 2%-5, 


2094 Boys’ and Youths’ G. M. Side 
Rall Strap, 1-2, $3.50; 2%-5, 


“All Rubber Heels 








564 Atlantic Avenue 
BOSTON MA 


Style B-459—Havana Brown Kid Oxford, Style B-475—Black Glazed Kid Strap 
222 Last, 14/8 Walking Heel, Welt. Pump, 205 Last, Leather Baby Louis 
Heel, Turn. Price $5.75 














C. P. Ford & Co., Ine. 


ROCHESTER, N. Y. 


N. Y. Office - 127 Duane St. 
E. H. Talbot and Jack Galway 
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SCIENTIFIC 








SHVES 
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An excellent ,midely-advertised line of 
TURNS «nd WELTS 





Dr, Posner's 


SHOE SERVICE 


The influence of Posner service makes itself felt in every 
well-stocked shoe store. 














Nowhere in the whole country can better shoes be found 
to fit the growing foot, from infancy to budding woman- 


hood. 

The best evidence of reputation can be found in a manu- 
facturer’s organization. 

In the Posner factory are men who have a sympathetic 


understanding of the essential requirements for correct 
junior shoe construction. 


We would like to give you more details and some illus- 
trations of our product. May we send you our merchan- 
dising plan covering in-stock styles? 


Each shoe is measured by Brooklyn standards—the high- 


est in the country. 


DRA POSNER SHOES Inc 


EXECUTIVE OFFICES AND DISTRIBUTING HOUSE. 
140-142 WEST BROADWAY 
NEW YORK CITY 


FACTORY-ROEBLING & HOPE STS.BROOKLYN 
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Thoroughbred of Style 


for Fall Wear 
with the 


“OVALOID” 


Lacing Hooks 


‘100% American” 
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South Shore Styles 


Ready to Ship 





AA-D 
2-8 


od 
















$6.00 $5.75 
S-90 S-92 
S-90—Women'’s Medium Russia S-92—Women’s Medium Russia 


Oxford. Miss. Bon Ton Last. Oxford. Miss. Bon Ton Last. 
Ball Strap. 15/8 Heel. 


CARRIED 
IN STOCK 


WOMEN’S 
STYLES 


$5.75 
S-94 


S-94—Women’s Medium Russia 
Oxford. 156 Last. Lace Stay. 
Imitation Ball Strap. 9/8 Heel. 
Rubber top lift. 


ALDEN-WALKER & WILDE 


(INCORPORATED) 
EAST WEYMOUTH, MASS. 


NEW YORK OFFICE: 299 BROADWAY 


eee eee ee nnn i 
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Thisis No. 1141 
Made in sizes 








%-2-54-%-1 In. 
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Women Respond Easily 


To Style Appeal, But 
Men Must be Shown. 


“ANCHOR BRAND” BUCKLES 











BREAK DOWN ALL PREJUDICE 








United States and Canada. 


227 





Upon request samples with prices will be 
mailed without charge, and we shall welcome 
the opportunity of serving you. 

NORTH & JUDD 
MANUFACTURING CO. 
NEW BRITAIN, CONNECTICUT. 





Commonplace arguments will not persuade 
men to abandon their conventional footwear in 
favor of more stylish modes. 

Buckles are seen first, hence good judgement 
should be used in their selection by shoe man- 
ufacturers, thereby adding momentum to the 
campaign for making men’s shoes attractive and 
pleasing to the eye as well as the feet. To 
purchase buckles carelessly is to handicap deal- 
ers who distribute footwear. 


We manufacture an extensive line of buck- 
les for men’s shoes at attractive prices. They 
are made in latest designs, standard sizes and 
finishes, and sold by leading jobbers throughout 






















COLLINS & STAPLES 6sosronorrice, ies ES5ex STR 30s 


IN STOCK for IMMEDIATE DELIVERY 


Black Satin One Strap on our new 14/8 Junior Louis Heel last, 
with solid sole leather counters and shanks. 


Sizes 214 to 8. Widths A-C. 


PRICE $4.60, LESS 5% 10 DAYS 








dress All Communications to the Factory at Haverhill. 


























Entrance from Hotel to New York Subway and ~= The Restaurants offer a truly McAlpin Service 


Hudson Tubes affording direct communication —__.-; F 
with the Pennsylvania and Grand Central Sta- ~with Club Breakfasts, Special Luncheons and 
tions, also general Post Office and Railroad Dinners, also a la Carte Service. All at moderate 


Stations at Jersey City. prices. 


PLEASANT ROOMS FRANK E. JAGO, 
FROM $2.50 UP 600 Rooms J 


CHE \f{ ARGINIQUE: 


(Affiliated with Hotel McAlpin) 
Broadway, 32nd and 33rd Streets, New York City 


Situated in Centre of Shopping District—Adjacent to Theatre Section 










Resident Manager 
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Good shoes deserve them, all shoes need them 














HOSE who do not use shoe trees are simply waiting 
for some one to properly explain their advantages and 
you will find your customers will appreciate your in- 
terest in the welfare of their shoes if you will ac- 


quaint them with Miller Shoe Trees. 


Suggest shoe trees to every customer. Tell them 
that trees will keep the shoes in their original shape 
without any stretching or distortion. The little bunches 
of fibres which have been stretched or strained by 
wear come back to their original position as other 
portions of the shoe resume their normal location. 
When the shoes are worn again they will have the 
comfort of an old shoe, with the pleasing appear- 


ance of a new one. 


Briefly, shoe trees are a positive necessity in preserv- 
ing the fit and appearance of shoes as well as a sure 


means of increasing their wear and comfort. 


Shoe Tree Division 


O. A. Miller Treeing Machine Company 


Brockton, Massachusetts 








2 Why not tear out this page and post it where your sales force can read it. 
It will be doubly effective if you will write across the page over your signa- 

- ture words to this effect—that here is an opportunity to increase sales and 
render service to your customers. : 
























A WANNALANCIT MOCCASIN 


Attractive, long-wearing slipper for home comfort. Made 
of buck, deer or elk. Sizes for men, women, children and 


infants. Plain or Fancy. 

Prompt shipment of large orders as well as small. Con- 
tinuous service. Factory running to capacity. Interesting 
catalogs and price list sent at your request. 


J. S. TURNER MANUFACTURING CO. 
133 Middle Street Lowell, Mass., U. S. A. 

















Leach Shoes 


FOR JOBBERS ONLYve~, 


Infants’ Turns in High Cut Lace and 
Button with White and Grey Tops, and 
all Black and Havana Brown Kid in both 
Regular and High Cuts. 

2 to 5and 5 to 8 


Write or wire to factory 


E. F. LEACH 


Manufacturer 
184 MARKET STREET 













LYNN, MASS. 












Buyers’ Easy Reference Directory 


APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully venti- 


lated shoe, the Burkley Ventilated Foot 

Developer is unexcelled. Well-known 
surgeons recommend its use. 

Make your stock of 

ventiationg Children’s shoes 

PATENTED complete by sending 

your order today. 

Phone Brockton 2133 

for immediate action, 


BURKLEY 
SHOE CO. 
1156 No. Main St. 


Retails, $2, $3.50 Brockton, Mass. 













Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 

Tuscan Calf — 

Russia Calf — 
Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 


_eeeeee 
eee 








A IIIIT IEEE 


IN 
STOCK 


Manufactured in 
Outdoor and Indoor 
Styles to Fit 
“Baby to Grand- 
daddy” 








—=SS 


No. 7206 ” ——— 
Children’s Barefoot Sandal and Play Moccasin 


BOWS MOCCASINS 


Bows Made, Best Made. Footwear is Practical, Durable and Stylish, 
Retails from $%2.50-$3.50. 
Made by 
BOWS MOCCASIN CO. AVON, MASS. 


Opposite Depot (Brockton District) 
Send for Catalog for Our Full Line, 


PEURESUCROGHRURSGRESRDCCERRGOSRERRGORREREGUDURRGEOEREE! 


EEQGUEEEEGEEREESGESSEERCERSRESCERERRSERERESRSSEEREESEEREEES 
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Kistler, Lesh & Co. 


SOLE LEATHER 
AND 
BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 
832 Summer St. Boston, Mass. 


























IN STOCK 


Orders Shipped Same Day 





Received 
Cab Boudoirs— 
Black 
Red 
ev Tan 
Low 
Kid Ballets— 
Childs’ 8%-11 ........$1.40 
Misses’ 11%-2 ....... 1.45 
Girl’s 24%-7 ....--6-- 1.50 


Terms 2% 10 days. Net 30. 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS. 








FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 


755 Boylston Street Boston, Mass. 
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Good Men in New Positions 








FRED C. COOK 








HARRY LAYBOLT 


Fred C. Cook, said to be one of the best shoe salesmen on the road, on July 1 became associated 
with the J. H. Winchell Co. of Haverhill, Mass., manufacturers of men’s and boys’ medium welt shoes. 
He will cover the wholesale and large city retail trade and will have to do, also with lasts, patterns and 
quality at the factory. For the last thirteen years he has been on the road for the W. H. M:Elwain Co., 
and for six years prior to that traveled for the Charles A. Eaton Company. Cook is a member of the 
Southern Shoe Salesmen’s Association, the Boston Shoe Travelers’ Association, the National Shoe Trav- 


elers’ Association and the Boston Shoe Trades Club. 
Harry Laybolt has just joined the sales force of Craig, Reed & Emerson, Inc., of Brockton, Mass., 


manufacturers of men’s high grade shoes. 


He will cover New York City and Philadelphia. 


Laybolt, 


who has an excellent selling record and a host of friends, formerly was on the road for Reynolds, Drake 
& Gabell Co. of North Easton, Mass. 








(Continued from page 85) 
sailed for Europe Wednesday, June 
29, on the steamer Paris. Mr. Geran 
is to represent the Murray Leather 
Company of Woburn, Mass. His stay 
will be indefinite. 


Maselter Changes Position 


Henry Maselter, for many years 
with the mail order house of Mont- 
gomery Ward & Co., has accepted a 
position as general manager and 
buyer of the shoe department of the 
mail order house of Chas. Danner & 
Co., Chippewa Falls, Wis. ° 


Ledman to Travel South 


The Emerson Shoe Company of 
Rockland, Mass., has added to its 
selling force for the South S. L. Led- 
man of Richmond, Virginia. Mr. Led- 
man will cover part of the Southern 
states. 


Schweitzer Visits Boston 


Among the very welcome visitors 
to the Boston market recently was 
Solly Schweitzer, the Pacific Coast 
representative of the Allied Shoe Co. 





and Nathan D. Dodge Shoe Co. of 
Newburyport. 


Annual Convention Plans 


Circulars are being sent through 
the Philadelphia Shoe Travelers’ As- 
sociation announcing the arrange- 
ments for the coming convention of 
the National Shoe Travelers’ Asso- 
ciation to be held at the Ritz Carlton 
in Philadelphia the second week in 
January, 1922. From plans an- 
nounced it looks as though a big time 
is in store for the shoe boys. 


E. W. Gordon, who has been in Des 
Moines during the last five years for 
the Weyenberg Shoe Manufacturing 
Co., has taken charge of the Nebraska 
territory. Heretofore he has traveled 
in the states of Iowa and Missouri but 
because of his ability he has been 
given this promotion. His headquar- 
ters will now be in Omaha. 


Salesmen Off the Road 


Salesmen for many firms are off 
the road for a few weeks. 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway New York City 
Phone Spring 5160-5161-5162 














Neatest, strongest, lightest and 
most convenient fitting stool 
on the market. 





Finished Golden Oak or 
Mahogany, 


eeeeeeee 


Carried i: stock by all wholesale 
shoe and findings houses. If your 
jobber cannot supply you, order 
direct from us. 


MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders, 











122 BOOT AND SHOE RECORDER August 6, 1921 


(Continued from page 83) 
MISCELLANEOUS WANTED TO PURCHASE range from 65¢. to S00. per ‘foot. 


“dl Ke Some choice leather is held even high- 


er. The lower grades run down to 
very low prices, according to color. 

Display Fixtures 

We Make a Specialty 


Patent Leather 
While the volume of business is not 
quite so large, improvement continues. 
Full grain, chrome patent sides are 
of Shoe Fixtures 
Glass Fixtures 
Ask for catalog ‘‘G.F."’ 
Veriod Wood Fixtures 

























swear ee 





quoted at 40 to 43c. for the top grades; 
35 to 38c. for medium and 30c. for 
lower grades. The export business 
has shown a slight increase of late. 


We Buy for Cash 
Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Close outs. 








Ask for catalog ‘“‘L.”’ NO QUANTITY ‘TOO LARGE 

A big = ets detincee. We also purchase entire stocks The Most Pop ular 

Ask for samples. from retailers or manufacturers. ” s * k 
eh a a Size Stic 

a s ne. amples of materials and q 
Short Term Leases Taken. 
illustrations in colors sent. 
Decorating Plush We Pay Highest Cash Value. 66 3 

Ask for samples. 

: . VAN PRAAG & CO. 
The Hecht Fixture Co. Shoe Dept., Martin Posner, Manager 

Trade Mark 


Medinah Bidg. Chicage 







459 Broadway, New York, 
ws as 


ecAUEELEELEELEELEEEEEEEGIEEEEEEEEEEEEERTENEEEEETEDTEDEDaEEH EanEcatcaneateanteataetestesteerenrrenceseeseeaecenee! 





Wells St. and Jackson Bivd. 
NEW YORK SHOW _ ROOM Teleph Canal 9597-9598 Ma in Three 
6-97 B 12th fet Rroadway & 4th Ave ee de in Styles, 
Ne. 1, 2, 3 








With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum”’ Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
a long wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 
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To Corporation Treasurers 


Have you surplus funds to put out on a 


734% basis for 10 months? 


The Oxford Paper Co., a large paper 
manufacturer, producing chiefly stand- 
ard No. | book paper, is offering its 
7'\4% Gold Notes due June |, 1922, at 
$9.80 to yield 734%. 


SRE lsirielieitir ee sire] 








= 


Current assets as of June 30, 1921, were Frank W. Whitcher Co. 
$9,111,957, against current liabilities Pca ID Sait 
(including these $3,000,000 Notes with BOSTON, MASS. 
current liabilities) of $5,240,439. Total BRANCH, CHICAGO, ILL. 





Net Assets before funded debt and 








these Notes were $16,195,650, against re “ 
total debt and Notes of $5,677,500. jonaragoas 
Average annual net profits for last 5 eh. Oe 
years, after Federal Taxes were 4 times HEEL and 
present annual interest charges. oy 
, Without 
These Notes are an attractive invest- pattie: aie pee — 
ment for surplus funds. We recommend eee Paawing, Cvee. 
them. partment should be without them. 
Send for Circular 17 The New Improved 
+E. .W.” 


Lee, Higginson & Co. | _SHOE STRETCHER | 


44 State Street, Boston, 8 dame two whole sises_ without 


oes. Range of 
sizes ; Witenes’ ts to men’s 12. 


New York - Chicago Sheen can be Stretened ats 
-{ 2 > ac ° 
Higginson & Co:  j« ft P ba a height or wid 


80,°Lombard Street, London, E. C., 3 
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SALESMEN WANTED 








MANUFACTURER making a 

line of guaranteed not-to-rip 
school and play shoes have in- 
creased their production and are 
open for a few salesmen who have 
an established trade and work their 
territory close. 25samples. Liberal 
commissions. Must be a producer. 
Our line next to none. Give 
present conection, amount of sales 
last three years, territory covered 
in detail in first letter. Address 
C-716, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 

















POSITION WANTED 


AMERICAN with traveling experience 
abroad, and retail, wholesale, manu- 
facturing experience at home, seeks in- 
side position with jobber or manufacturer; 
one that will eventually lead to covering 
important Domestic or Foreign territory. 
Nominal salary considered where future 
looks bright. Address C-695, care Boot 
‘ Shoe Recorder, 207 South St., Boston, 
ass. 











POSITION WANTED tTraveling sales- 
man, age 27, desires position as 
Buyer and Manager of retail shoe dept. 
Have had eight years high grade and 
continuous retail experience and two years 
traveling experience. Successful at both. 
At present traveling for one of best 
known women’s factory line. Dissatis- 
fied with road life. Know the retail 
business well and will positively produce 
best possible results. Prefer place in 
West or Middle West. State entire 
proposition in first answer as forwarding 
of mail while traveling occasions delay. 
Address C-720, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





ANTED—Position as salesman. Ten 
7 years experience. Capable of buy- 
ing and managing. Address C-718, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


Y OUNG MAN, 21, high school graduate, 

desires connection with shoe manu- 
facturer. Retail experience. Address 
C-719, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 








LINE WANTED 


HELP WANTED 


MISCELLANEOUS 





MANAGER WANTED for small Walk- 
Over shoe storre in N. E. City. 
High grade reliable man with first class 
references. State age, experience and 
salary expected. Good opportunity. 
Strictly confidential. Address C-721, 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 








FOR SALE 


LIV= SHOE STORE FOR_ SALE — 55 
miles from Boston. Doing about 
$75,000 a year. Very clean stock, long 
lease. Owner has other interests. Ad- 
dress C-691, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


OR SALE—Shoe Store in town of 
65,000, Northern Indiana. Good 
location, good lease, modern front and 
store fixtures. Clean stock, Men’s and 
Women’s Shoes. Terms cash. Address 
C-700, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 











SHOE STORE in Oklahoma operating 
extremely low expense, can _ be 
purchased at _ great _ sacrifice. With 
personal supervision, store capable doing 
seventy-five thousand. Address C-696, 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 








FOR RENT 


HOE DEPARTMENT FOR RENT—In 
a live Women’s, Misses’ and Children’s 
ready-to-wear store, heart of the retail 
section of the best city in New York 
State. Population over 100,000, with 
drawing of 300,000. Space 20 by 60 
feet with ample display space. Address 
C-722, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 














FOR RENT 


Space on first floor for shoe de- 
partment in new, up-to-date 
ladies’ and children’s ready-to-wear 
store on the main street. Will 
rent on percentage basis or straight 
rent, as preferred. Only experi- 
enced, responsible parties con- 
sidered. For further information 
address, JOE GOLDSTEIN, 1911 
Third Ave., Birmingham, Ala. 








SHOE STORE 
CHAIRS 
SETTEES 






WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 

















WANTED TO PURCHASE 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
anv other merchandise. 

Quantity no object. 

For 80 years our specialty. 

Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 























WANTED—For Texas and Oklahoma. 
Snappy line Turns or flexible 
McKays’ for Women. Carried on floor. 
August ist delivery. Pumps, Straps, 
Oxfords. Newest dress styles, best 
values, direct from manufacturer, 
have established trade on Men’s 
Welts, good following for past 12 years. 
Commission basis. Address C-682, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


WANTED—High grade line of women’s 

shoes, prefer Brooklyn, line of turns 
to sell high grade trade, strictly commis- 
sion, for the States of Texas, Oklahoma, 
Arkansas, Louisiana and Ten 








WANTED TO PURCHASE 








The NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway, 
New York City, N. Y. 


WILL f sow, Sostecus | FOR 
BUY {i pl Stock ASH 


Entire Stocks 








DO YOU CONTEMPLATE 


etiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. 
Leases having a short term to run taken 
over. Established 25 years. 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 








Highest Cash Prices Paid 


for entire shoe stocks. We also buy your 
surplus or slow sellers, Quantities no ob- 
ject, Retail or wholesale. Short term leases 
taken off your hands. Wire or phone us. 
-  aeeaeasaa confidential. Established 


GLAUBERG & CO. 
296 Church St., New York, N. Y. 
We also purchase clothing, hats, ishing 
goods, etc. Phone Canal 4119 








WANTED TO BUY 


Shoe stores of stocks with a radius 
of 400 miles of Pittsburgh. Will 
terminate short leases or continue 
the business if justifiable. Address 
oe Cc. SMITH & CO., Johnstown, 

a. i 





Want to carry in connection with another 
non-conflicting line. Best of references 
furnished. Have covered said territory 
for the past eighteen years. Address 
C-717, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


WANTED a good line of women’s fine 

turns and welts (Brooklyn preferred) 
to present to Southern trade. Experi- 
enced and having large acquaintance. 
Address stating particulars K-477, ‘care 
Boot & Shoe Recorder, 127 Duane St., 
New York City. 











Cash Buyers 


Of general lines of footwear. Will handle 

of any size. Business transactions 
strictly confidential. Address ©498, care 
Boot and Shoe Recorder Publishing Co., 207 
South S8t., Boston, Mass. 











ATTENTION OF 
Shoe Manufacturers and Jobbers 


We are soliciting ments of general 
lines of footwear, and 1 also make liberal 
cash advances if gH 
CANTOR & WOLPERT, INC., 
—Auctioneers— 








658-655 Atlantic Ave. Boston, Mass. 
Opposite South Station 
Ideal Line Rolling Step 
Ladders 
Fifteen Styles. Satis- 
faction Guaranteed. 


Lasts a Life-time. 
Write for Catalogue. 


Daynite 
Furniture Mfg. Co. 
213° Chouteau Trust 
Bldg. St. Louis, Mo. 














Send all replies to Boot & Shoe Recorder, 207 South St., Boston, Mass, unless otherwise noted in advertisement. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each 
Pinsertion. Minimum amount accepted, seventy-five q 
cents. For other ‘““Want” advertisements, seven cents 
+" a _ — ee Ganeiee ae he yen — 
25. under eading w e received up 

Space 1 time Ttimes 1atimes 2 times 53 times noon, on Friday of week preceding publication date. 

1 in... $5.00 $4.00 $3.50 $3.00 $2.50 When advertisers desire answers to come in care of this 

| ti 00 5.00 office, twelve words must be allowed in each advertise- : 
; 2 in... 10.00 8.00 7.00 6. . ment for address. When advertisers desire replies for- F 
8 in... 15.00 12.00 10.50 9.00 : 


“Recorder” rates for space less than one-eighth 
page per issue: 





7.60 warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 








4 in... 20.00 16.00 





14.00 12.00 10.00 ingly. Answers to ads must be sent under letter postage. 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





WANTED SALESMAN—Texas, Okla- 
homa, Indiana, Iowa, Kansas, Ne- 
braska. To handle a short factory line of 
children’s medium fine play shoes. Only 
those having long acquaintance on ter- 
ritory will be given consideration. 
H. F. MALOTT SHOE COMPANY, 1915 
Girard Street, Chicago, Ill. 





HOE SALESMEN—Thoroughly experi- 
S erced wanted for each of the follow- 
ing territories: Middle and Northern 
Texas; Kentucky; Tennessee; Virginia 
ani West Virginia; New Jersey; New 
Hampshire and Vermont; Connecticut 
and Hudson River Valley; Northern Ohio; 
Northern and Western New York; 
Michigan: Wisconsin and Minnesota. 
Prefer men living in territory, having 
established trade, ccmmission basis only. 
Applicant give name and address of last 
employer and amount of sales made per 
annum and references. A. W. TED- 
CASTLE & CO., Boston, Mass. 





WANTED—Four good salesmen to carry 
a semi dress and comfort line of 
shoes on commission in Middle Western 
and Southern States. None but good 
salesmen need apply. Address C-706, 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 





ALESMAN WANTED— Line consists 
of about ten numbers, misses’ and 
children’s and boys’ medium priced Good- 
year Welts, carried in stock; excellent 
side line. Men with experience and 
following will only be considered. 5% 
commission. Write full particulars. Ad- 
dress C-708, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





WANTED—Live wire salesmen to carry 
as side line one telescope Ladies’ 
Snappy Lowcuts, welts and turns, carried 
in stock, AA to C, for Kansas City and 
South. Commission seven per cent. Ad- 
dress C-709, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





SALESMAN — Carrying line of ladies’ 
shoes thru Ohio, Indiana, Illinois, 
Michigan, Wisconsin, to carry side line of 
buckles and novelties, for established con- 
cern. Give references with reply, advis- 
ing territory. Address C-710, care Boot 
& Shoe Recorder, 207 South St., Boston, 
Mass. 


ALESMEN to handle as a side line 

women’s flexible McKay sandals and 
felt moccasins —6 samples — prices and 
merchandise right, 7% commission. Good 
proposition for live wires. Middle West 
territory open. Give full particulars and 
references. Address C-712, care Boot & 
gl Recorder, 207 South St., Boston, 
ass. 











SALESMAN WANTED: 
Experienced salesman capable of 
successfully placing a _ line of 
Ladies’ High Grade Turn Slippers 
in Southern territory. 

Want man of proven ability will- 
Ing to travel on straight commis- 
sion basis. Address C-675 care 
Boot & Shoe Recorder, 207 South 





St., Boston, Mass. 








S ALESMEN wanted to sell the big re- 
tail trade of this country. Ladies’ 
medium priced welt shoes. Must be a 
man who has the acquaintances with 
that trade. A big opportunity for the 
right man. Replies considered in abso- 
lute confidence. Address C-669, care 
Boot & Shoe Recorder, 207 South Street, 
Beston, Mass. 





ANTED—Live salesman for Missouri 
and adjacent territory. Fast mov- 
ing line of men’s and boys’ welts and 
McKays. Price from $1.75 to $3.50. Ad- 
dress C-707, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 
ONE MORE SALESMAN—One who has 
following among better trade, to 
handle as side line just one _ slipper. 
Something new—attractive—durable and 
sells readily. Straight commission 7%, 
monthly. Address C-711, care Boot & 
Shoe Recorder, 207 South St., Boston, 
Mass. 








ANTED—Salesmen to sell our Goodyear 
Welt Canvas Scout Shoes as a side 
line. Only a few numbers which are 
attractive and fully guaranteed. Write 
at once stating territory covered. Ad- 
dress C-714, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





WANTED—Line shoe .and rubber sales- 
man to carry shoe finding items as 
a side line. Good profit, light samples. 
Opportunity to turn idle moments into 
money. Write today for’ territory. 
SPECIALTY SALES CO., Iberia, Ohio. 





XPERIENCED SALESMAN with estab- 
lished territory wanted to sell ladies’ 
high grade bench made shoes, on strictly 
commission basis. Territory as desired. 
Best references required. Address C-723, 
care Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





ALESMEN WANTED by Western man- 
ufacturer of high-grade felt, leather 
and novelty slippers. Territory open: 
New York City, New England States, 
Pennsylvania, Detroit and vicinity, Chi- 
cago and vicinity. Good commission paid. 
Address ROBERTSON SHOE COMPANY, 
Minneapolis, Minn. 





WANTED —Salesman to carry as side 

line, high grade line of shoe polishes 
and dressing, any territory you wish. 
Twenty-five per cent commission. Write 
or wire for territory. L. VORGIES, 
Victory Shoe Polish Manufacturing Com- 
pany. 2635 West Madison Street, Chicago, 

nois. 





E HAVE some good territory open 
for side line salesmen who would 
like to carry the celebrated C-Saw line 
of Flexible Welt shoes for Misses and 
Children. We want only those carrying 
a high grade line of Women's or Men’s 
shoes and selling to the best trade. 
C-SAW SHOE CoO., Inc., Rochester, N. Y. 





ALESMEN with established trade 
wanted to carry our snappy specialty 
line of 3 guaranteed Tuff Tip boys shoes. 
Commision 6%, Only men with estab- 
lished trade need apply. EXCELSIOR 
SHOE & SLIPPER CO., Cedarburg, Wis. 


W ANTED—Salesmen to carry a_ side 
line of satin boudoir slippers, for 
various territories. Our line is small 
but complete and can be sold in con- 
junction with a line of women’s high 
grade shoes. Big item for holiday busi- 
ness. Address K-470, care Boot & Shoe 
Recorder, 127 Duane St., New York. 





ALESMEN WANTED—A LIVE WIRE 
for Wisconsin and Minnesota also the 
Dakotas to represent Rochester’s lead- 
ing factory line of JUVENILE TURNS 
and SPECIALTIES in infant’s’ shoes. 
Old established line. Superb factory 
stock service. Many open accounts in 
the territory. Liberal commission and also 
u weekly drawing account to the man 
who can prove his ability. No objection 
to your having one other non-conflicting 
line—and-one only. Positively no applica- 
tion considered except from an experi- 
enced salesman and acquainted in the 
territory. H. H. FREELAND, Manufac- 
turer Established 1896. Rochester, N. Y. 





SHOE SALESMEN, having an established 

trade in Kentucky, Tenn., Indiana, 
Illinois and Iowa, to carry our line of 
“Youngster” brand Stitchdown shoes, 
oxfords and sandals made exclusively for 
the retail trade and having particularly 
strong selling features. Straight commis- 
sion basis. No objection to side line. 
Give full information, experience and 
references in _ first letter. TRUS 
— INC., Binghamton, New 
ork. 





OLLOWING TERRITORIES OPEN— 

High-grade line Misses’, Childrens’, 
Infants’ Stitch Downs: Colorado, New 
Mexico, North Dakota, So. Dakota, 
Texas, Arkansas, Tennessee, W. Vir- 
ginia, Virginia, Iowa, Vermont, New 
Hampshire, Washington, Oregon: Side 
line salesmen, 7% commission. State 
experience and territory in first letter. 
IDEAL SHOE MANUFACTURING COM- 
PANY, Milwaukee, Wis. 





S ALESMEN WANTED who call on the 
jobbing and big department store trade 

to sell our short specialty line of boys” 

school shoes. Only those with estab- 

lished trade need apply. EXCELSIOR 

a & SLIPPER CO., Cedarburg, 
s. 





WANTED side line salesmen to carry 

12 styles of women’s Turn Comfort 
shoes—six boots and six low cuts. All’ 
in stock. Must be a man of experience 
with a regular line of customers. Our: 
shoes will build a business and must be 
placed with good accounts. Replies con- 
sidered in absolute confidence. Address. 
C-670, care Boot & Shoe Recorder, 207 
South Street, Boston, Mass. 








SEVERAL good territories are 
open for experienced salesmen 
capable of successfully placing a 
line of Ladies’ High Grade Turn 
Silppers, 
Want men of proven ability willing 
to travel on straight commission 
basis. Address C-676, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 











Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement, 
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right purpose, to the right wearer, in the right 
is the great problem of the retail shoe merchants. 
corder” is to help solve it; for this is the basic problem_upon which depends the progress of the en- 
tire allied industries relating to shoes and leather; their production and distribution, 
Annual Subscription in the United States, $5.00. 
No Subscription Accepted for Less Than One Year 
Root Newspaper Ass’n. Member of Audit Bureau of Circulations. 


Member of the 
Entered at the Post Office, New York, N. Y.,a8 second-class matter. 
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Each issue copyrighted by the Boot and Shoe Recorder Pub, Co. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


SHOE 


Per copy, 25 cents. 


Cable Address BOOTRECO 


RECORDER 


T RDER CREED: Getting More Shoes Sold Right; not only “more” but “right”; sold for the 
oe Iigmncome 4 fitting, for the right price, at the right profit. This 
The chief purpose of “The Boot and Shoe Re- 


Canadian, $6.00. 


Foreign, $10.00 
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SALESMEN WANTED 


SALESMEN WANTED 





HOE SALESMAN WANTED—Experi- 
enced Salesman for Tennessee and 
Kentucky, to sell line of Women’s High 
Grade Welts and McKays. Must be 
acquainted in territory, prefer one with 
established trade Womens’ or good gen- 
eral line shoes. Give full particulars, 
stating time traveled, where, and lines 
handled, in first letter. Samples ready 
August 15th. THE CAHILL SHOE CoO., 
Cincinnati, Ohio. 





SALESMAN for line of Hood Rubbers 
and Tennis for Southern part of Cen- 
tral New York. One acquainted with ter- 
ritory would have preference. CENTRAL 
SHOE & RUBBER CO., 414-416 S. 
Clinton Street, Syracuse, New York. 





WANTED Side line salesmen for high- 
grade line of Misses’, Children’s and 
Infants’ stitch downs. Strictly a quality 
line. Prices right. Liberal commission. 
IDEAL SHOE MANUFACTURING CO., 
Milwaukee, Wis. 








TWO SALESMEN 
WANTED 


Opening in Missouri, Kansas, 
Oklahoma and Nebraska for 


two live salesmen. 
Write fully in first letter. 


Thomson-Crooker Shoe Co. 
Boston 20, Mass. 











SALESMEN 
WANTED 


by manufacturer of popular priced, 
well advertised men’s shoes. Stock 
department maintained. 


This line has hitherto been sold 
almost entirely in the large cities, 
but with larger production it is 
desired to cover the smaller centers 
in addition. 


Applications will be considered by 
men having established territories. 


Line contains about twelve quick 
selling shoes. Ready giving full 
particulars as to age, experience 
and accomplishment, to L. E. L. 
Boot & Shoe Recorder, 207 South 
Street, Boston, Mass. 














PROMINENT MANUFACTURER 
of men’s fine welts, retails $5 
to $7, will take on one additional 
salesman. Give full details and 
references in first letter. Six sam- 
ples. Address C-715, care Boot & 
Shoe Recorder, 207 South St., 
Boston, Mass. 











SALESMEN 
WANTED 


NORTH, EAST, SOUTH, WEST 





for 
Ladies’ High Grade Turn Shoes. 





Just doubled our output. 





UP-TO-THE-MINUTE 
SHOES THAT SELL. 





A. E. NATHANSON & CO. 
397-9 Bedford Ave., Brooklyn, N.Y. 











LIVE SALESMEN 
ATTENTION 


The following territory is now open for a well- 
known line of Boys’ Welts. Salesmen looking 
for a profitable side line will do well to con- 
nect with us. Straight seven per cent basis. 


New England and New York, except New 
York City. 


Virginia, West Virginia and Kentucky. 
Tennessee, Mississippi and Alabama. 
Louisiana, Texas and Arkansas. 

Tilinois and Indiana, except Chicago district. 
Wisconsin, Minnesota, North and South Dakota. 


In applying give full details as to age, expe- 
rience and accomplishment. 


Address C-713, care Boot & Shoe Recorder, 207 
South St., Boston, Mase, 











PUBLISHED WEEKLY IN THE INTEREST 
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PUBLISHER’S NOTICE 
SUBSCRIPTION—The subcription price of the 
Boot and Shoe Recorder is $5.00 a year in 
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for Canada is $6.00 a year, including post- 
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OFFICES IN 

BOSTON OFFICE: 207 South Street. 
Correspondence relating to all de- 
partments should be addressed to 
the Boston Office. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Man- 
ager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager, 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
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phone Canal 4426. 
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816 Fifteenth Street. 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager, 

LONDON OFFICE: John C, Curtiss, Man- 
ager, 11 Haymarket, London, S. W. 1, England. 

AUSTRALIAN OFFICE: 430 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Sals- 
man, Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P, Sabazzini, Gerente. 

BRAZIL: Gerente, John S, Fitch, 88 Rua 
General Camara, 88 Sob. 

OHILE: Santiago, Las Rosas 1123-1127. Otto 
Fuhrimann, Gerente. 

CUBA: Mr. H. Gomez, Oorrales, 2A, Havana, 

b: a3 


A. 

JAPANESE OFFICE: Yokohama. J. F. 
Wagen, Manager. 

SPAIN: Gerente, Leoncio de Miguel, 
Librero Editor, 20 Fuencarral, Madrid. 


Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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Olenick, L, New York City...........cc0. 119 
Packard, M. A., Co., Brockton, Mass..... 69 
Parisian Shoe Co., Brooklyn, N. Y........ 26 
Parker, Holmes Co., Boston.............. 1 
Perfect Shoe Co., Brooklyn, N. Y........ 26 
Phillips-Cram Corp., Haverhill, Mass..... 67 
Pincus & Tobias, Brooklyn, N. Y........ 26 
Pinsker, J.. New York City........ccccee 70 


Posner, Dr. A., Shoes, Inc., Brooklyn. .26, 115 
Ramsey, E. J., Co., Brooklyn, N. Y....22, 23 
Red Wing Shoe Co., Red Wing, Minn.... 3 


TTT PLT EL LIL eee 70 
Regal Shee Ce., Boston. ........ccsceees 96-97 
Rice & Hutchins, Inc., Boston........... 32 
Rogers & Davis, Brooklyn, N. Y.......... 26 
Salem Shoe Co., Salem, N. H............. 66 
Silver Shoe Co., Haverhill, Mass.......... 66 
Smith, R. P., & Sons, Chicago......... co = 
Smith, Wm. Sumner, Chicago........... 73 
Stacy-Adams Co., Brockton, Mass........ 69 
Stetson Shoe Co., So. Weymouth, Mass. .25, 70 
Strassburger-Stiles, Brooklyn, N. Y...... 26 


Strobeck, Inc., Chas. W., Brooklyn, N. Y. 68 


Tessier & Bowdin, Haverhill, Mass....... 68 
Thompson Bros. Shoe Co., Brockton....19, 69 
Thomson-Crooker Shoe Co., Boston....... 86 
Tober-Saifer Shoe Co., St. Louis. Mo.... 107 
Termet, J. Bip Mies CO... ccccccccccccccee 116 
United States Rubber Co..... Front Cover, 92 
U. @. Giipping Beard... .....ccccccscccee 91 
Vogel-Miller, Brooklyn, N. Y............ 26 
Watson Shoe Co., Lynn, Mass.......... 17, 55 
Weber Bros. Shoe Co., No. Adams, Mass. 28 
Weil, S., & Co., Brooklyn, N. Y......... 26 
Weimer, Wright & Watkins Co.......... 113 
Westcott-Whitmore Co., Syracuse....... - 66 
Whitman & Keith, Brockton, Mass....... 69 
Williams, Arthur, Shoe Co., Holliston, 
Maes. .cccccnsswosccccccccccece ceeeces 

Williams Clark Co., Lynn, Mass......... 6 
Witherell, E. A. & M. C., Co., Haverhill. 67 
Wobst Shoe Co., Milwaukee, Wis........ 56 
Wright, E. T., & Co., Inc., Rockland..... 77 


FINDINGS AND SHOE STORE SUPPLIES 


Coultas Co., D. W., Providence, R. I..... 74 
Dalrymple-Pulsifer Co., Haverhill, Mass.. 100 
Daynite Furniture Mfg. Co., St. Louis, Mo. 119 
Doty & Scrimgeour Sales Co., New York. 72 
Elastic Tip Co., Boston......... ageeeenees ae 


Ellis, W. E., Co., Haverhill, Mass........ 75 
Emery & Beers Co., Inc., New York City. 21 
Fashion Ornament Co., Brooklyn, N. Y... 75 


Hecht Fixture Co., Chicago, Ill......... . 119 
Kahn, Edw. E., Co., Brooklyn, N. Y...... 74 
Martine, M. B., Inc., New York City..... 74 
Milbradt Mfg. Co., St. Louis, Mo......... 121 


eA 0. ee Treeing Mach. Co., Brock- 
n, 
National Cosh Register Co., Dayton, O... 10 


PE, ED baccadebenstennescacde 112 
Onken, Oscar, Co., Cincinnati, O........ 119 
Parisian Beading Works Co., Philadel- 
N aacehdecacvicwatthistotec gcieuoeie 72 
Rauh, 8., Co., New York City............ 95 
Silverite Co., The, Boston............... 75 
be | Novelty Works, The, Brooklyn, . 
nddtiviss chdbhdne ctkeweds pent tes 7 
Whitcher, Frank W.,, Boston.......... 58, 118 


Wizard Foot Appliance Co., St. Louis, Mo., 
Second Cover 


LEATHER AND OTHER MATERIALS 
American Oak Leather Co., Cincinnati, O. 76 


Beggs & Cobb Co., Inc., Boston......... 72 
Chamberlain, B. F., Boston.............. 72 
Creese & Cook Co., Boston............... 72 
Foerderer, Robt. A., Co., Boston........ 30, 31 
Gallun, A. F., & Sons Co., Milwaukee.... 87 
Green & Hickey Co., Boston............. 14 
Holbrook, W. H., Co., Boston........... 8 
Hunt-Rankin Leather Co., Boston........ 116 
Semes Co., FP. Th, Bemtem. .0.000cccccccsces 72 
Kenworthy Bros. Co., Stoughton, Mass... 103 
Kepner, C. D., Ce., Boston..........000. 54 
Kistler, Lesh Leather Co., Boston........ 105 
Lawrence, A. C., Leather Co., Boston.... 109 
Lucius Beebe Co., Boston................ 18 
ee, Serre eee 11 
ee. SN Wee kb cdc cnecescces 80-A, 80-B 
Sherer, Oscar, Ce., Boston. .......csccce 4 
U. S. Leather Co., Boston and New York. 62 
Vaughan, Geo. C., Peabody, Mass....... .« & 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 
Beckwith Mfg. Co., Boston.............. - 101 
Boston Blacking Co., Cambridge, Mass... 108 
Elliott Machine Co., Boston............. 98 
Griffin Mfg. Co., New York City.......... 56 
Lagomarsino, P. J., & Co., Phila., Pa... 74 
Littlefield Heel Co., Amesbury, Mass...... 75 


Meyer, J. C., Thread Co., Lowell, Mass... 72 
North & Judd Mfg. Co., New Britain, 
Conn. 106- 
Tubular Rivet & Stud Co...... onmewedos 
Quabaug Rubber Co., N. Brookfield, Mass. 57 
United Shoe Machinery Corp., Boston, 


12, 90, 106 
Whittemore Bros. Corp., Cambridge, Mass. 54 
Wiechman Pattern Co., Cincinnati..... a oo 

MISCELLANEOUS 

Aristo Hosiery Co., New York City....... 94 
Atlantic Printing Co., Boston........ eae 
Boot & Shoe Workers’ Union, Boston. 60 
Brooklyn Purchasing Syndicate....... pic 28 
Calderwood & Preg, Inc., Boston........ 68 
Cantor & Wolpert, Inc., Boston.......... 119 
D’Avesne Translation Bureau, Boston.... 116 
or Mutual Fire Ins. Co., Fitchburg, - 
Glauberg & Co., New York City deiices ‘nts 
Hooper Printing Co., Boston.............. 73 
Hotel Martinique, New York City........ 118 
Kalter Cerf. Merc. Co., Max, New York. 119 
Lee, Higginson & Co., Boston............ 122 


New York Export Purchasing Corpora- 
tion, New York City................... 119 
Root Co., F. 8., Boston.......... ance: 
Tolman Print, Brockton, Mass......... ~ Khe 
Univefsity - Foundry.......... 
Van Praag Co., New York City.. 
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HE BEST LOOKING SHOES YOU EVER 

SAW ARE PROBABLY LINKED IN YOUR 
MEMORY WITH THE PRETTIEST GIRL YOU 
EVER MET. GOOD LOOKING WOMEN 
UNDERSTAND HOW TO GET GOOD LOOK- 
ING CLOTHES. THAT’S ONE REASON THAT 
MAKES THEM SO. 


FIT YOUR NEXT COMELY CUSTOMER WITH 
FOX FOOTERY. FOX SLIPPERS, PUMPS AND 
OXFORDS HAVE A WAY OF ENHANCING 
GOOD LOOKS—AND RETAILERS’ PROFITS. 


PARA LOS CALZADOS FOX LAS COMUNI- 
CACIONES SOBRE EXPORTACION DEBE 
DIRIJIRSE A NUESTROS REPRESENTANTES, 
HENRY W. PEABODY & COMPANY, 17 STATE 
STREET, NEW YORK CITY. 





“ NEW YORK: Marbridge Building, 
Broadway & 34th Street, Room 632 





Vol. 79, No. 21. Published every week by the Boot and Shoe Recorder Publishing Company, 239 “— 39th Street, New 
York, N. Y. Entered as second class nantes April 23, 1921, at the Post Office at New York, N. Y., under the Act of 


Congress of March 3, 1879. Subscription price $5.00 a year. 
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QUALITY,—-STYLE:FIT-AND~: SERVICE 











—but some of 
us are still on 
the job. 


Gregory & Read Company 
eMakers of Womens High Grade Shoes 


LYNN, MASS. 
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~ KID 
‘The Leather 
for Fine Shoes 





Would you like to have your 
styles run uniform as to color? 


Specify VODE KID. By an improve- 
ment in the coloring process, each 
skin is colored so uniformly that 
danger of color-mismatching is re- 
duced to a minimum. 


VODE KID is not only uniformly— 
but also thoroughly-colored. Every 
color in VODE KID is a penetrating 
color that does not wear streaky in 
wear. 


Specify VODE KID 





THE STANDARD KID CO. 


Boston, Mass. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis and Montreal. 











AANA 
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HARDWARE 
PRODUCTS 








cANNOUNCING 
Newly Created Designs In 


Buckles £ Footwear 


Season oF 1921~1922 


No. 1363 


No. 1361 No. 1362 
Sizes 34--14 Inch 


Sizes 3¢--14 Inch Sizes 3¢--14 Inch 


No. 1364 No. 2136 
Size % Inch Size % Inch Size 3, 4 Inch 





Buckles shown above are supplied in all 
desirable finishes and are sold by leading jobbers 
everywhere. 

We shall gladly send free samples upon 
request, 

Write for Bulletin 132, illustrating our 
comprehensive assortment of buckles suitable for 
use on men’s and women’s shoes. It’s yours for 


the asking. 


No 
seatitee —o taeeteel NEW BRITAIN, CONNECTICUT 


S89 


SS oe " Roses 
Sa seas BRANCH SALES OFFICES 


SERN ©6CHICAGO EW YORK 
127 Duane St. 


SSeS oR 88 326 W. Madison St. 


SAN FRANCISCO ST. LOUIS 
Postal Tel. Bldg. 608Victoria Bldg. 
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For. MEN 





IN STOCK 


After August 20th 


MARION HAD IT FIRST 


Gallun’s Black Norwegian at $5.75 
Again we lead. 
Last year we were the first to show a Saddle shoe for men. 
This year we advertised the first Ball Strap Oxfords in stock. 


Now we lead again with this “best of all” young men’s fall style 
Oxford with a Soft Tip and our Wide Round VARSITY Toe. 
Carried in stock AA to D. 


MARION SHOE CO. 


MARION, IND. 



































WESTERN QUALITY o’ EASTERN STYLE 
SRB VA 
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‘Shoes that are worth while’’ 


AT ONCE DELIVERY 


Scotch Grain shoes can be depended upon to swell dealers’ 
sales and profits this Fall and Winter. To meet the popular 
demand we offer this attractive model for men. We have 
cut it from Shrewsbury Grain Calf and given to it added dis- 
tinction and merit by attaching Goodyear Wingfoot rubber 


heels. 


ADDRESS 


Doherty Brothers 


Avon, Mass. 


I 
I ETT kee NNNRN 


ail 


= 
= 
= 
= 
= 
=> 
= 
= 
=> 
= 
=> 
= 
= 
= 
=> 
= 
=> 
= 
= 
=> 
i" 





August 13, 1921 BOOT AND SHOE RECORDER 


oO oOo 


(0) 
§§ &§ For Men’s and Women’s 


Quality Shoes 


eS. | JAYESCO 


(Pronounced Jay-es-co) 


° | E 
&f S JAYESCO is in great demand for 
= \) men’s and women’s quality shoes— 
{ G and deservedly. It has to the highest 
af degree those qualities which enhance 
a oe * 


fine shoe making. 


JAYESCO isa deep rich cherry shade. 


It has a remarkable “‘glovey’’ feel— 
¢ § a typical J. S. Barnet product. 


ow 


. We shall be pleased to send you samples. 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U. S. A. 
CABLE ADDRESS .. . “TENRAB” 


‘Maintains a Standard Reputation’”’ 
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Made in Milwauhee 


Introducing a New Leather 
COLORED PEVEE KID. 


A new leather with the same de- 
pendability that is so characteristic 


of all P & V Leathers. 


The exceptional uniformity of the 
raw material used in tanning 
COLORED PEVEE KID results 


in a most uniform product. 


Produced in a beautiful brown 
shade with a full rich color. It has 
been given a finish which will go 
thru the shoe factory without neces- 
sitating extra precaution towards 
cleanliness. 





The smooth tight grain and its extra 
good feel makes this a very desir- 
able leather to use for your fine 
men’s and women’s quality shoes. 
Let us send you a specimen cutting. 


_ PFISTER& VOGEL LEATHER CO 


Milwaukee Wis. Established 184-7 
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1 BEST 
AT 
THE 
PRICE 


1000 — Brown Calf 
Whole Quarter 
Blucher, Princeton 
Last. (A_ wide toe 
English last.) 


















dined 
ee 
"sae 
ae 
POM Pnecces 
Seeman 
Same 
cae 


Genuine Calfskin in latest dark brown color. Grain Oak a a 
Outersoles and Innersoles. Sole Leather Counters. Wingfoot 


heels. 
In Stock—4 Styles—3 Lasts 


We bought these Genuine Calfskins at the lowest. 
(The tanner needed the business.) We bought the in- 
soles and outsoles at just as great a bargain. (The mar- 
ket is now higher.) We have combined these pur- 
chases with our more than fifty years of busi- 
ness experience and the result we are proud to 
offer you, claiming the equal is not produced 
at the price. 

Sold only in case lots of 12 pairs each in 
















1001 — Brown Calf 
Bal, Perforated Tip, 
Vamp and Eyelet Line. 
Polo Last. (A_ me- 








atten 1 piss regular runs of sizes as below. Terms 30 
days net. 
B 6% to 10, 7 to 10, 7 to 11, . pt to  X to 11 
7% to 9% to 10, to 10, 7 to 11, 

000 1006 — Brown Calf 
1005 — Brown Calf 2 © 6 to 10, 6 to 11, 6% to 9, 7 to 10, 1001 oa oS Bal, Princeton Last. 
Wihele. Gantier one. 7% to 9 -_, 06 to 20, € to 11, 6% to 9, 7 to 10, De ee en 
Blucher. Repeater Last. D 6 to 10, 6 to 11, 6% to 9, 7 to 10, ~ last.) 
(h malian cone toe 7% too %4 0 eae to 10, 6 to 11, 6% to 9, 7 to 10, 


a/e combination last.) 






Orders filled in rotation as received and accepted. If wanted in plain 
cartons and unbranded, tell us so, and give us a week extra time. 

Do you want a salesman to call with a complete line of B-P samples? 
Best at the Price goods. 


Beals-Pratt Shoe Mfg. Company 


Milwaukee, Wisconsin 
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BAMBOO 


—the distinctive new Color 


This newest color of the 
season in Nubuck is an 
odd, appealing gray- 
brown of really unusual 
sales possibilities judging 
from the favorable com- 
ment of those to whom 
it has been introduced. 


May we send you a sam- 
ple that you may see at 
first hand the practical 
beauty of both the color 
and finish. 




















“‘Lawrence Leathers 
Are 
Reliable Leathers’’ 


A. C. Lawrence Leather Company 
161 South St., Boston, Mass. 
NEW YORK—CHICAGO—PHILADELPHIA 
GLOVERSVILLE—ROCHESTER 


CINCINNATI 
MILWAUKEE—ST. LOUIS 
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“Decidedly Thompson’ 
IN STOCK NOW 


‘By 


Vg y 
SG nt, 
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No. S640 


Code Word, New. 
Brown Cord. Wing Tip 
Ox. Van Dyke Last. 


Price $8.00 


Jay G 
‘Yo. 
4%, . 
Yom, 
kde 


Wb 
‘ Da 
Yip 


Z 


No. S630 
Code Word, Nat. 


Brown Cordovan Ox. 


Admiral Last. 
Price $7.50 


No. S640 No. S630 





Sehd for Stock Style Catalog Sevent ] 
Men’s and Women’s Models illustrated 


Address all communications to Brockton (Campello), Mass. 


Sheer BROS .SHOE (0 


FINE SHOEMAKERS 7 


BROCKTON 
MASS. 
U.S.A 


Our Boston Salesroom will have a complete line of the newest lasts and patterns from 
now on. Some one there at all times. Shoe and Leather Bldg., 207 Essex St., Room 407. 
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AS USED BY AMERICAS SHOEMAKERS 


The NATURAL color of Shrewsbury BARK TANNAGE shows through the perforations. 


ASHION has decreed that shoes 
of Scotch Grain leather be worn 
by both men and women. The 

wide demand this Fall and Winter will 
be reflected in dealer's sales. 


Serving customers by selling shoes made 
of Shrewsbury Grain’ Calf 66 and 89, 
Shrewsbury Grain Calf Scotch, Shrews- 
bury Skandinavian Grain Calf and 
Green and Hickey Retan, will be found 
most profitable. 





a... = ts f Pees Samples of our new and distinctive 
iesthe. Ssecf tS “SHREWSBURY SKANDINAVIAN 
=: GRAIN CALF,” in black and colors, 


Made of Shrewsbury Grain Calf Scotch No. 139 hn 
on request. 











Be Sure and Specify Green & Hickey Leather When Ordering Shoes 


ESTABLISHED 1782 " ENCORPORATED 1900 


HOON IA 


GREEN &HICKEY LEATHERCO. 


Staple athasWhich Are Unequalled 
I5 COLUMBIA STREET, BOSTON 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 
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Eaton-Made 
SHOES FOR WOMEN 


In Stock Sept. Ist 


STOCK STYLE 100 


Tony Calf Oxford, a rich red shade with four rows of stitching 
throughout. Fancy center perforations in tip. Made with the popular 
10-8 heel on our No. 135 last. Will be carried in stock in widths 
AA to D. (Code word Peach). Our women’s shoes are all Goodyear 
Welts and may be ordered with Crawford brand, or plain if desired. 


WATCH FOR OTHER STOCK 
STYLES IN WOMEN’S SHOES 


Charles A. Eaton Company 


“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 
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“The Bové” Style D 387 





SEPTEMBER 
DELIVERIES 





















Wm. Henne & cc. Inc. 





BOOT AND SHOE RECORDER 15 








VAMP DESIGN PATENTS 
PENDING 






















Footwear 
of Distinguished 
Character 


One of an alluring array of footwear for 
the approaching season, radiating indi- 
viduality and a clinging atmosphere of 
distinction all its own. 


The ‘Big Sensation’’ at the Brooklyn 
Style Show. 








Known Since 1875 foy Quality 
957-971 Kent Avenue, at De Kalb 





BROOKLYN, N. Y. 


A 






















The Perfected Curative Shoes For Women 


La France ‘““REST CURE” shoes are an established success with most 


E have been making 

them in _. steadily 
greater volume for over a 
dozen years. In fact, we 
have never been able to 
make enough. 


Now in our great new fac- 
tory we can make more of 


them. 
La France Flexible Welts 


are too well known to re- 
quire extended description 
here. In REST CURE 
Shoes we combine with our 
very flexible soles a particu- 
larly snug fitting arch and a 
movable stiff shank, which 
latter can be adjusted to the 


of our many agencies. 








Carried in Stock 
Boots and Oxfords 


Finest 
Black or Brown Kid 
AA to D Widths 
Choice of Two Lasts 
as illustrated below 


Further Information on Request 








position most comfortable 
to the wearer. 

No shoe we know of com- 
bines all these important 
features. 

In selling REST CURE 
Shoes you have behind you 
the nationally known LA 
FRANCE name and all it 


‘means to the public in 


terms of years of quality 
production. 

Meet the steadily increasing 
demand for curative com- 
fort shoes on styleful lasts 
by selling a shoe of proved 
success and _ authority. 
Write us today for samples 
and further information. 


Williams, Clark & Company 


Women’s Welt Shoes Exclusively 


183 Essex St., Boston 


Mass. 





La France REST 
CURE Shoes are 
made in boots or ox- 
fords, as illustrated 
herewith. Choice of 
either toe. Finest 





| Brown or Black Kid. 








: oo ee 
: she te gies. | 
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Just as | we predicted 


Our 
SATIN 


“One Straps”. $4 


ask 
how 
HE way they are going, it M ° many 
looks as though they will make OVING cents 
as remarkable sales records as amend 
our famous Patent Leather Mary 


i Faster 


We have gone to “bed rock” on 
this proposition—with a heavy lus- 
trous satin and honest shoe making, 


resulting in shoes that sell quickly Every 




















and easily at big profit. 





Sample from your wholesaler. 


Day 


If he cannot supply you. Write us. 


mM TNL 








LYONS and HERSHENSON, Inc. 


Factory, Chelsea, Mass. Boston Salesrooms, 207 Essex St. 





ESTONUOTATOOOSOENENETATA 
mnt esrvenegrenereseeceriTy ATOONAneTenenerneTnanrN 
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Facts about TONY RED CALF 


UR sales manager met at lunch two members of N 2 
one of our largest men’s shoe manufacturing O. | 
firms—the president, the other the director of 








sales. 


In reply to that inevitable and natural question, 
‘How's business?’ he received this astonishing 
answer from one of these gentlemen: 


“| am convinced,”’ he said, ‘‘that we might have done 
a very much better business these past six months if 
our sales department had appreciated the sales value 
of your Tony Red calf. When can | get in line?” 


We explained to him that the demand for Tony Red 
was so persistent that we saw no likelihood of giving 
him early delivery of the leather, in fact, not before 
the latter part of September. 


““Well,”’ he countered, “‘you can send enough out to 
make up some samples for Spring at any rate. Do 
that and enter us definitely as one of the family. 
There is no doubt in my mind from what our sales- 
men tell us that Tony Red calf will be just as good 
next Spring as it has been this.”’ 


We earnestly advise that shoemen who know the 
value of having the only genuine Tony Red calf in 
their shoes, anticipate their wants as far in advance as 
possible. 


Trade Mark 


Creese and Cook Company 


Creators of New Calf Leathers 


SALESROOMS TANNERIES 
95 SOUTH STREET, BOSTON DANVERSPORT, MASS. 


WOLFENSTEIN & SHANAHAN 
39 SPRUCE STREET 
NEW YORK 


P. A. HENRY & CO. 


706 BROADWAY, CINCINNATI, O. 
LEATHER TRADES BLDG., ST. LOUIS, MO. 
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Now 
ln Stock. 


DE ry hft0e 


lor Ulomen 


Send for special illustrated fold- 
er showing the latest Fall styles 
in stock. 







1595 
Wollaston 
$6.00 


















Patent Colt 
Leather Louis Heel 


4) Isabelle MacPhee 
Prize Winning Emerson Model 
at Boston. Style Show 


EMERSON SHOE COMPANY 
Rockland, Mass. 







ee 
Fats “Y 
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Glazed Kid Fowed 8 

Inch High Boot Arch 

Protector, 83 Combin- 
ation Last” 


IN STOCK— 
IMMEDIATE DELIVERY 


There is only one Val Duttenhofer Sons 
Company, and we are the makers of one 
of the finest and most flexible welt lines 
of women’s shoes in America. 

Our product is endorsed by the most 
prominent retailers of the trade. 

We are also prepared to meet your de- 
mands for turns and McKays. 


The Val Duttenhofer Sons Company 
CINCINNATI, O. 
ESTABLISHED 1888 
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pA WORT 


3 Standardized Dress Shoes in Stock 





IN A CLASS BY THEMSELVES 
(A. @& a 














CONSTRUCTION e 
eres Gull Sacin Ras Cf The remarkable Stanworth success is due 
oun Goh. Good entirely to MERIT. Stanworth shoes are 
insouz Ooke- Full Gran high grade and stylish. They are made for 
courte ott Cather good stores. The price is based on volume 
BOX TOE dole Scather b . 
male Senge sae usiness. 

STAN WORT No. 1—Round Toe. In Stock. Widths, 

A to E. Sizes, 5 to 12. 
IN CASE LOTS No. 2—Medium Toe. In Stock. Widths, 


AA to E. Sizes, 5 to 12. 


No. 3—English Last. In Stock. Widths, 
AA to D. Sizes, 5 to 12. 


Order your first Fall stock today. Tell us to send a case 
on approval. If not completely satisfied send them all 


right back. YOU BE THE JUDGE! 











0 
—— 
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A lady writes us: 


“From your ‘ad’ in Vogue, August Ist, I 
judge those hose you describe are just the ones 
I’ve been trying in various cities to get 
without success. 


“T do not like silk hose for sport—golf 
especially. 


“Will you kindly tell me how and where I can 
see and buy the mercerized lisle?” 


(The hose advertised was “ONYX POINTEX” in mercerized lisle 


for sports wear. ) 


This and other indications point to the fact that 
really smart women realize that mercerized lisle has 
a definite place in the well dressed woman’s ward- 
robe. 


Emery 6 Beers Company, inc. 


Sole Owners and Wholesale Distributors of “ONYX” Hosiery 
BROADWAY AT 24th STREET NEW YORK 


Buffalo, Boston, Philadelphia, Chicago, San Francisco 
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FOR FALL WEAR 


SCOTCH GRAIN — BROGUE BLUCHER 
3 STRAP 


ARCTIC LEATHER MID SOLE 
AND TOP LIFT 


GOODYEAR WELT 


ALSO IN 
GUN METAL CALF AND 
RUSSIA CALF 


DONN D. SARGENT Co. 


WOMEN’S WELT AND MCKay SHOES 


SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 
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Fall stocks will not be complete without 


TourfverTootwear 


REGISTERED 





The newest, most fashionable footwear! 


There’s going to be a nation-wide demand for FUR-EVER FOOTWEAR fashions! 
Judging from the expressions of experienced shoemen—manufacturers and retail- 
ers—FUR-EVER FOOTWEAR will create the greatest sensation ever accorded any 
footwear innovation placed on the market. FUR-EVER FOOTWEAR is an all- 
year-around seller. It has all the qualities necessary to keep it in demand from 
January lst to December 31st. It is the type of footwear that will have its perma- 
nent place in milady’s wardrobe. 


What It Is ! 


FUR-EVER FOOTWEAR fashions are made from Alexandre’s Broadtail, now being 
successfully produced by The Alexandre Works, Inc. Alexandre’s Broadtail is manu- 
factured under a secret process with adequate patents to prevent infringement. 


FUR-EVER FOOTWEAR will not tear, shine, peel or stiffen under any ordinary or 
reasonable conditions. It will not absorb water, will not lose color, can be easily 
cleaned with soap and water and will not lose its shape by stretching. It is as ideal a 
material for shoes as science has produced to date. 


Be Prepared! 


—to satisfy your customers’ inquiries for FUR-EVER FOOTWEAR fashions. An 
extensive national advertising campaign is certain to create a demand in your town. 
Your Fall and Winter stock will not be complete without FUR-EVER FOOTWEAR. 
No time should be lost in placing your order at once to insure delivery in time to meet 
this certain demand. For further particulars, wire or write— 


os s 
aN THE ALEXANDRE WORKS, Inc. Lae 


Garden City Long Island 





Your surety of 


Look for this 
satisfaction 


trade-mark 
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More Men Have Learned 


Their Shoe Quality Lesson 


Men are no longer buying extravagantly. They are careful 
seekers after value. 


It is very significant, therefore, that our sales of French, 
Shriner & Urner shoes have shown a steady increase dur- 
ing the past nine months—a larger sales record than we 
have ever made for a corresponding period. 


Obviously the answer must be that a very large proportion 
of the men who during the war period wore French, 
Shriner & Urner shoes for the first time learned that they 
were a true investment. 


Are you alive to this very important situation? Are you 
capitalizing on it? Are you making an effort to make 
customers of men in your locality who now buy their 
shoes in the city? 


French, Shriner & Urner shoes are your most effective 
and profitable means to this end. 


FRENCH, SHRINER & URNER 


Factory and Salesrooms 


BOSTON, MASS. 
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Witherell & Do 








IN THE NEW HOME AT LAST 


It has been a long wait but patience is re- 
warded. We are now all set for business in a 
factory that makes service possible. Looking 
back fifteen years we see a picture in strong 
contrast. Humble though the first factory 
was, the old time policy is the present day 
practice. Fundamentally sound and 
eminently satisfactory it became the corner 
stone upon which our organization stands. 
We are co-operating with wholesale trade as 
progressive as ourselves. To them we direct 
the retail trade with full knowledge that best 
possible attention will be given orders. When 
women’s turns and welts are wanted we earn- 
estly suggest you try the W & D line. 


WITHERELL & DOBBINS COMPANY 


QUANTITY PRODUCERS OF QUALITY SHOES 


HAVERHILL, MASS. 


BOSTON OFFICE: 110 LINCOLN STREET 
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A Thoroughbred of Style 
for Fall Wear 
with the 


“OVALOID” 


Lacing Hooks 


6é rf ° 
100%” American” 
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610—Dark Tan 






The Famous 


Webher 


Shoe forNen 












HE average shoe merchant 

turns his stock two or 
three times yearly. It is safe 
to say that fully three-quarters 
of this turnover consists of 
shoes bought by men of the 
middle class. 


Weber Shoes—at $5.00 to 
$9.00—can make those cus- 
tomers regular visitors to your 
store, and can increase your 
turnover. 


















New York Office, H. Harris, 
1328 Broadway, Marbridge Bidg. 














Trying to operate a profit paying repair shop with half 
a dozen i of as many different makes is just 
, like trying to assemble an automobile from a Ford 


Chassis, a Buick Body and a Packard Twin Six Engine. 


In the building of an automobile, each part must fit in 
with the next one, and all of them must follow a plan 
or design worked out by competent engineers. 


In equipping a Shoe Repair Shop, or in adding to origi- 

nal equipment, it is best to follow the same practise and 

let all your machines and tools be of some one, depend- 

= make, rather than a haphazard variety which “don’t 
_” 


And in selecting that one dependable make of equip- 
ment that will pay the biggest profits in your shop, it 
is best to be guided by the company with the most ex- 
perience in solving shoe repairmen’s problems. 


Progressive Products, comprising as they do, the most 
comprehensive line of Shoe Repair Shop equipment made 
today, are logically the products on which you can most 
profitably concentrate your purchases. 





PROGRESSIVE SHOE MACHINERY COMPANY, Minneapolis, Minn., U. S. A. 
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A Large Stock and 
A 30 Day Turnover 


—tells a greater story of the popularity of Excelsior 
Shoes for Boys, than anything else we might say to 
you, who want dependable, fast sellers for boys. 
Shoes that will stand up and deliver full value. 


EXCELSIOR GOODYEAR WELT 
BOYS’ SHOES 


are preferred by many of the best retailers in the 
country. And now we want you to try them and test 
our guaranteed 24 hour shipping service. 


FOR BOYS—Styles—FOR GENTS 
Thirty (30) styles carried in stock. Send for our 
latest catalogue to-day. 


Style No. S 351 
Boys’ Brown Russia Bal—Goodyear Welt, medium weight; Oak 
Leather Sole. Conservative English Last. 
B, C and D widths carried in stock. 
5 00 GR bind os chien 6a Price $3.50 


Style No. S 251 
Gents’ and Youths’ Brown Russia Bal—Goodyear Welt, medium 
weight; Oak Leather Sole. A good gents’ broad toe style. 
B, C, D and E widths carried in stock. 
D to Fire, GeeeOe occ cts ese Price $2.85 
l to By Be we bs tte cee Price $3.25 


Style No. S 352 
Boys’ Brown Russia Bal—Goodyear Welt; Oak Leather Sole; 
Wingfoot Rubber Heel. A splendid broad toe style. 
B, C and D widths carried in stock. 
SOE I 5 35a oe eras 008 6:0 Price $3.60 


Style No. S 367 


Boys’ and Gents’ Brown Boarded Russia Army Blucher, Good- 
year Welt, Garrison type, Munson Army Last, Oak Leather 


Sole. 
B, C, and D widths carried in stock. 
S eo Ae oc hos os cadens Price $3.50 
9 to FO pes GOS ons os heb aed Price $2.85 


The Excelsior Shoe Company 


Manufacturers of 
Men’s, Boys’, Youths’, Little Gents’ 
FINE SHOES 


Portsmouth, Ohio 
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*, Bon Ton 


4 South Shore 
sonia Styles 


Vy Rubber 5-10 
READY TO SHIP 


570 


D 
B— price $6.50 





A.-W. & W. styles are known for 
their sterling characteristics. Write 
us today for our stock style sheet, 
showing both men’s and women’s 


styles for immediate delivery. 














ALDEN-WALKER & WILDE 


(INCORPORATED) 
EAST WEYMOUTH;MASS: * 
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The Marcia 


A wa. ticien Oxford for 

Fall made in Scotch 

Grain Nut Brown Calf 

_ . a - leather 
eel. e plu acin ives 
is nursbe® & Wik 

—_ “ we accounts for 

its popularity. 

Cae EE cade ext ondion 

within 30 days. 

Price $5.20-- 3% 30 days. 


MOORE- AIAFER’ 
*MHOE *MFG *°CO* 
BROCKPORT. NY.U.AA. | 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG,B WAY AT 34ST. 
JACK E.JESTER MGR. 


secre 
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Babson Says: 


N his statistical report for July 9, 1921, ‘‘unless the 
winter is unusually mild there will be a shortage of 


men’s high grade boots.” 


We've been expecting that—hence we are prepared. 
Drop a line to our nearest distributing house for a list 
of “in stock’’ All American boots. 


They are made in Rockland. Patterns and styles are 
right. You'll find a ready sale for them. 


RI CE & HUTCHINS 








The Rice & Hutchins Chicago Co. The Rice & Hutchins Cleveland Co. 
The Rice & Hutchins New York Co. The Rice & Hutchins St. Louis Co. 
The Rice & Hutchins Baltimore Co. The Rice & Hutchins Atlanta Co. 
The Rice & Hutchins Cincinnati Co. The Atlas Shoe Co., Boston, Mass. 


The J. I. Meany Co., Inc., Philadelphia 


Rice & Hutchins, Inc. 
10 High St., Boston, U. S. A. 




















